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promises to be the 


outstanding 


pattern of 193K 


HIS month The Gorham Company pre- 

sents the most recergt~achievement of 
its Master Craftsmen—“The Hunt Club”— 
a heavy sterling pattrn in lines of restrained 
modernity. 

This exquisite, new pattern, inspired by 
the traditional elegance of the Hunt Club 
Breakfast, is being appropriately introduced 
to the public in colorful! full-page advertise- 
ments in the “class” publications. These 
announcements will be read with interest by 
those in your community whose tables reflect 
culture plus dignified smartness. 


The smartest introductory promotional 
and display material which has ever ushered 
in a Gorham pattern, has been prepared for 
distribution to Gorham dealers. Your Gorham 
representative will call on you this month. 
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The Jeweler Must Know Gems 


sizing the need of special training and knowl- 

edge among jewelers in the work of differenti- 
ating precious stones, and although many of our 
merchants are sufficiently expert to conduct busi- 
ness properly, there are still some who are so de- 
ficient in knowledge that they reflect greatly on the 
reputation of the trade as a whole. 

Many instances proving this come to our attention 
constantly, among the most flagrant being the case 
of a wholesaler who recently brought to an eminent 
gem expert some white zircon he had bought below 
the market price. The expert immediately deter- 
mined that these so-called “zircons” were nothing 
but synthetic white spinel. The New York impor- 
ters from whom the wholesaler obtained the stones 
seemed loath to believe that such was the case and 
sent some more stones of the shipment to the expert, 
who! immediately saw they were exactly like the 
first stones he tested. 

Now, all either the importer or the wholesaler 
needed to have done was to hold the stones up in the 
sunshine and play their colors on a white card to 
find that the spectra was single as in the case of the 
diamond and not double as in the case of zircon. 
That was what the expert did. Further examina- 
tion also showed that there were round bubbles in 
them; also, that they were not heavy enough to be 
zircon and their lustre was vitreous and not ada- 
Mantine. In addition they were too hard. 

Another example called to our attention by a large 
cutter was that of a Pacific Coast dealer who had 
told him that his prices were too high and sent him 
samples of stones that he was buying at a much 
lower price. The samples turned out to be nothing 
More than glass and should have been detected easily 
by any clerk in the jewelry store. 

Of course, these are exaggerated cases, but they 
show a condition in the industry which should not 
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be allowed to continue. The retail jeweler who is at 
all shaky about his knowledge of gems should edu- 
cate himself immediately by mastering the simple 
tests necessary for the differentiation of the differ- 
ent groups of minerals. Above all, he should see to 
it that he deals only with such wholesalers, manu- 
facturers or other dealers who thoroughly under- 
stand the gems they are selling him. 

While it is not possible for a man to become a 
gem expert simply through the study of text books 
or even by taking gem courses, nevertheless, a large 
amount of fundamental knowledge may be obtained 
in this way; this knowledge supplementing that 
which the jeweler or his :clerk gets through prac- 
tical experience in the handling of gems, will put 
him in the position to talk intelligently; and it-is 
only the man who can talk intelligently and impress 
his customers with the fact that he knows his sub- 
ject, who can reasonably expect to make any im- 
pression on a prospective buyer of fine jewelry. 


The jeweler who thinks that he can get along 
and make any progress in selling gem-set jewelry 
today without having at his hands, at least the 
fundamental text books on the subject, is as de- 
ficient in judgment as would be a watchmaker who 
thought he could do business without a lathe or 
other necessary tools. 


For his own sake and for the benefit of his em- 
ployes, every jeweler should possess a business li- 
brary that contains such fundamental text books 
on gems as those of G. F, Herbert Smith, Frank 
Wade, W. R. Cattelle and Drs. Kraus and Holden 
that can be obtained through any bookseller or 
through THE JEWELERS’ CIRCULAR. 


Editor. 
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Pre-historic Jewelry Again in Vogue 


CIRCULAR 


August 7, 1930 


Excavations By National Geographic Society at Pueblo Bonito Bring to Light Amazing 
Finds That Could be Worn on Fifth Avenue Today 


By EDNA W. LAMM 
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A turquoise driller 


EWELRY made and worn in this country a hun- 

dred years before William the Concueror won the 

the Battle of Hastings in 1066 could be worn and 
be in style on Fifth Avenue today. 

We know that modern ornaments frequently follow the 
designs employed by the ancients of the Old World, but 
it is equally true that many modernistic pieces closely 
resembie pre-historic jewelry recently excavated right 
here in the United States. 

Beautiful necklaces, ear-loops, wrist guards, breast or- 
naments and rings have been brought to light by Neil 
M. Judd during his explorations of Pueblo Bonito in 
Chaco Canyon, New Mexico. This work, covering a 
period of eight years, done under the leadership of Mr. 
Judd, archeologist of the Smithsonian Institution, and 
sponsored by the National Geographic Society, is now 
finished. After complete reports have been made the 
wealth of interesting and unusual specimens will be 
placed on permanent display in the Smithsonian Insti- 
tute at Washington. 

Pueblo Bonito today looks like the ruins of a huge 
apartment house, built almost 600 years before Columbus 
landed in America. For though this enormous com- 
munal dwelling was minus all modern conveniences, it 
really was our first apartment, for it sheltered over 1200 
people, was four stories high, and covered 10 times more 
ground than does the White House at Washington. 

It was occupied until about 1130 A.D., and the rea- 
son for its abandonment is still a mystery. But we do 





The illustrations used with this article are copyrighted by the 
National Geographic Society and are used by special permission. 


know that a hardy, happy, beauty loving race of people 
lived there and left their mark behind them. Fortunate- 
ly, the sands of time have not shifted to such an extent 
that scientists cannot piece together the beautiful frag- 
ments they find and complete the puzzle. 

The lapidarian skill of the jewelers, in particular, of 
Pueblo Bonito causes one to marvel. Mr. Judd rescued 
from a depth of 15 feet of sand and debris a perfect 
turquoise necklace of 2500 pieces and four pend:nts 
bored for use as earrings. Consider the tremendous 
amount of labor that went into the fabrication of this 
prehistoric jewel, the only known necklace of its kind in 
all the world today. The jeweler of 1000 years ago, with 
no metal tools, first obtained the rough stone at cost of 
great human effort. Then the 2500 beads comprising the 
string were made individually by rubbing tiny disks of 
matrix back and forth across sandstone tablets; next 
each tiny piece was drilled separately with a sharpened 
flint, and at last strung on a piece of sinew. 


N the days of Montezuma the turquoise ranked with 
the emerald and jade. It still passes as currency with 
the Indians of the South West, and in the mesa country 
the Navajos figure their wealth not by horses or goats 
but by the amount and perfection of their turquoise pos 
sessions. For thousands of years it has figured in theif 
mythology and folk lore, for they believe the upper world 
or zenith is symbolized by the sun, eagle and turquoise. 
An Indian herder was seen on one occasion to buy 
$125 worth of turquoises at a trading store after dis 
posing of $300 worth of wool to the trader. Prehistorit 
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stones found in the cliff ruins the Indian will not sell 
under any circumstances, for he realizes its color has 
been tested by centuries and will not fade. For tur- 





















Left—Zuni Indian 
drilling turquoise with 
a pump drill 





Below —The famous 
turquoise necklace of 
2500 pieces and four 
pendants rescued from 
the ruins of Pueblo 
Bonito, New Mexico 


quoise, bits of desert sky strangely descended into the 
earth, holds a peculiar psychological appeal for the un- 
tutored mind. Even today it is the diamond of the 
South West, and a pendant worth $10 by weight alone 
will, if its color is perfect, buy 100 goats or 30 ponies. 

Dr. Judd’s marvelous finds are too numerous to list, 
but the resemblance to present designs 
is striking. For instance, rings of jet, 
bone and turquoise are included in his 
collection. One that would sell well 
today shows a tiny bird which looks 
like a child’s toy duck poised on top 
of a jet ring, all carved in one piece. 
The wings are insets of turquoise 
fastened on with pinyon gum. 

The Bonitians, having access to the 
turquoise deposits in New Mexico and 
Arizona, were famed for their wealth, 
and tales of the marvelous jewels 
worn by them brought traders great 
distances. They came all the way 
from the Pacific on foot, offering sea 
shells for the lapidarians to try their 
skill at carving into pendants, brace- 
lets and earrings for the local trade. 

Strange to say, the bracelets were 
always worn on the left wrist and the 
earrings usually just one in the left 
ear, as has been discovered by jewelry 
still in place and in good condition on 
skeletons undisturbed for 10 cen- 
turies. This reminds one of the re- 
cent fad women have had of wearing 
just one earring and pulling the hair 
or a close fitting hat over the other 
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ear. Possibly the preference for ornamenting the left 
side with turquoise by Pueblos and their ancestors may 
have some association with the heart, for even in recent 
times the Zuni sometimes embedded turquoise in the left 
side of their cradle boards. 


NE of the unique Pueblo Bonito ornaments is a duck- 

like figure carved from decomposed turquoise, of a 
pale bluish green color, about three inches long and an 
inch and a half thick. The figure was probably roughed out 
with a stone instrument and then ground to the desired 
shape with sandstone grinders. It has two small holes a 
half inch apart in the center of the back and doubtless 
hung suspended from the neck of some rich man’s daugh- 
ter. Duplicated in its quaint form and delicate color, it 
would certainly sell like the proverbial hot cakes among 
the rich men’s daughters of our modern times. 

The Zuni say that the perfect blue turquoise is the 
male, the off-color the female, basing that, we presume, 
on nature’s distribution of brilliant coloring to the males 
in the bird world. The prehistoric jewelers did their 
finest work with these azure blue stones, but many other 
materials were also used—lignite, malachite, shell, bone, 
and even red clay stone were patiently worked to in- 
terpret the artist’s conceptions, sometimes with tur- 
quoise inlay to increase their beauty and value. 

Many thousands of turquoise beads have been found 
in the ruins of Pueblo Bonito, among which are some 
very diminutive ones. Most of them are discoidal, some 
have tapering perforations; others apparently were 
drilled through uniformly. It is probable that the taper- 
ing apertures were afterward worked straight in the 
process of finishing the beads, while those of other beads 
were worn evenly from long use on a string. 

The size of the beads varies from about one-sixteenth 
of an inch or less in diameter and 
are proportionately thin. Some of 
the perforations are so small that 
it seems almost incredible that a 
stone-pointed drill could have 

(Continued on page 30) 





John Nick, one-time 
governor of Zuni Pueb- 
lo, New Mexico 
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Business Is on the Upturn 


HERE seems to be no doubt in the mind of 
([‘eusines leaders that business, as a whole, is 

definitely on the upturn. Even in the jewelry 
trade with whose members the summer months are 
the dullest of the year, encouraging reports are com- 
ing from many sections. The condition is well ex- 
pressed in the announcement made by the First Na- 
tional Bank of Boston to the effect that “pessimism 
is slowly giving way to a mild optimism,” and this 
mental attitude is the one thing necessary to help 
put business on its feet again. The better senti- 
ment is based not so much upon definite statistics of 
improvement, which it might be mentioned, always 
lag long behind actual performance, but rather upon 
a feeling that conditions have perhaps been painted 
in too dark a hue. As this great bank expressed it, 
“it would now seem that we have passed the low 
point of industrial activity and that the next turn 
will be upward.” As far as the jewelry trade is 
concerned, it is upward. 

But it will be sometime before the conditions in 
our industry will again be normal and it would be 
folly for jewelers to expect business in August and 
September on a scale equal to the normal sales of 
the fall. The successful retailer must still use the 


utmost care in the selection of his stock and those 
who do this and also bend every effort to interest 
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their customers by proper display and merchandis- 
ing methods, will be the retailers who will reap the 
benefit of the improved fall business that we now 
have reason to expect. 


vv Vv 


Washington’s Bicentennial 


ROM information sent out by the members of 
KH the George Washington Bicentennial Commis- 
sion, ‘it now seems certain that every State 
and territory as well as many foreign nations will 
be represented in the series of programs to honor 
the memory of our first President, which will begin 
Feb. 22, 1932, and will continue until Thanksgiving 
Day of the bicentennial year. An attempt is being 
made by the associate directors to have every na- 
tional and international organization of the country 
hold its annual convention in 1932 in the city of 
Washington and devote part of its program to the 
commemoration of the father of his country. 
Whether or not the jewelers will participate in 
this or cooperate in any way, is not now apparent, 
but one thing seems certain: the Washington Bicen- 
tennial will undoubtedly be featured enough to stir 
up the interest of the public both in the history 
of the “father of our country” and the conditions 
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of the time in which he lived. It will no doubt re- 
sult in the manufacture of many souvenirs, and give 
an impetus to the revival in fashions or styles in 
furniture, plate, paintings and even jewelry asso- 
ciated with Washington and his home life and the 
revolutionary period of our history. 

It is not too early for our manufacturers to make 
a note of this and be prepared to anticipate a call 
for such designs in silverware, jewelry and novel- 
ties. The retailer may find it advantageous to make 
a note on his calendar to tie up his merchandising 
and advertising schemes with this bicentennial idea 
should it attain the prominence in the public eye that 
is expected by those in charge of the celebration. 


vv Vv 


What Is a Chain Store? 


N the many arguments for and against chain 
| stores, confusion constantly arises because of a 

lack of definition of what the chain store is and 
often the differences of opinion arise more from 
the confusion of meaning rather than the merits 
or demerits of the particular system. As the De- 
partment of Commerce has pointed out in connec- 
tion with the census of distribution, the term “chain 
of stores,”’ or “chain system” per se is variable and 
the census tabulations when they get them, will 
carry six classifications of systems operating or con- 
trolling stores, viz.: indepen- 
dent stores, local branch sys- 
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as the source of supply. Ordinarily, of course, there 
may be more stores in a local chain system than in 
a local branch store system. The “national chain’ 
system includes those large organizations which 
operate stores throughout the country, whose inter- 
ests are not confined to any one community. . The 
“ownership group” is comprised of a group of en- 
tirely independently operated stores owned by the 
same persons or firm but merchandised separately, 
while the “cooperative” classification is composed 
of groups of independently owned stores that co- 
operate in their buying. 

So far as the community is concerned, both the 
branch and local chain stores are like independents, 
truly “home-folk” with the advantage and disadvan- 
tage that this implies. 


Where Does He “Get Off” ? 


HE following question from a subscriber we 
Dae to our readers to answer: 

“For the past 20 years I have carried on a 
legitimate jewelry business and built up a good 
trade. Until recently I could meet competition with- 
out being a price-cutter or sacrificing principle. A 
short time ago, however, an instalment house located 
within a few doors of my store displaying in its 
window, most of the nation- 
ally advertised brands I carry, 





tems, local chains, national % 
chains, ownership groups and 
cooperatives. : 

According to the definitions 
decided on by the Census Bu- 
reau for these classes, inde- 
pendent stores are those 
owned and operated by a pro- 





Editorials Considered : 
Helpful = dow.’ 





New York, July 29, 1930 


Your recent editorials, particularly those ES 
entitled “‘Jewelers’ Credits,” “Menace of — —: 
Luxury Tax,” and “The Return of Yellow 


principally watches, with the 
sign, ‘Deposit $1.00 and take 
away any article in the win- 


“More recently, an enter- 
prising jeweler around the 
corner started showing prac- 
tically the same advertised 






prietor, partnership, local 
company or corporation. Lo- 
cal branch systems are sub- 
urban or subsidiary stores 
operated in the same city by a 
large downtown store, and 
drawing their merchandise 
largely from the downtown 
store’s stocks. The “local 
chain” is a group of stores 
operated from a central office 
and warehouse, but without 
any main central retail store 








Gold” have been in my opinion, to say 
the least, very interesting. 1 look for- 
ward to these editorials weekly and find 
them not only as stated above, interesting, 
but very helpful indeed. I hope THE 
Jeweters’ Circucar will continue in its 
efforts in this respect. 

Very respectfully yours, 

(Signed) Louis Castagnetta 

I. Castagnetta & Son 


* * 


We are pleased to publish Mr. Castagnetta’s 
comment on the recent editorials as he is head 
of a very old and well known whole- 
sale house of New York and has devoied 
much time to the benefit and uplift of the 
industry. We can assure him and other 
readers that THE JEWELERS’ CIRCULAR will 
continue its efforts on this line in the future 
as in the past.—Editor, THE JEWELERS’ CIR- 
CULAR. 














merchandise (principally 
American watches), quoting 
prices way below what I am 
supposed to sell at. These 
are under a big sign, ‘Jf you 
pay cash, come in and get a 
real discount.’ 

“What must I do to con- 
tinue? Go into the instalment 
business or become a price- 
cutter? Otherwise, where do 
I ‘get off?” 
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Waterford & Son— 
Jewelers and Watchmakers 


By HAROLD WHITEHEAD 


EPISODE XVIII 


Paul Waterford and his wife arrived in Brent by an 
earlier train than expected. The result was that no one 
met them; and that seemed to please the old couple. 

“Good to be home again, my dear, isn’t it?” Paul 


How’s it happen that you are back so early? and how’s 
Mom? and are you really better? Gosh, but you do 
look better, I’ll tell the world. How do you like it? 
Of course we are still all balled up but getting straight. 


squeezed his wife’s arm affectionately. 
quietly and have a wash and brush up. Then we’ll go 


to our new store and surprise Eric. 
And I shall be glad of the opportu- 
nity to see how the boy has made 
out.” 

An hour later Paul Waterford 
was looking in the windows of his 
new store on Avery Street. He 
was feeling sad, for he had gone 
first to look at the old store. He 
was grieved to see the old front, 
for which he had an affection, gone 
and a new one being fitted. He 
hardly recognized his own property, 
and wondered with vague disquie- 
tude whether he had done right in 
moving after so many years. 

After studying the gift window 
the fine old jeweler turned to look 
in the other one in which he saw 
the display of fine jewelry and gems 
which he understood so well and 
loved so much. He shook his head 
unconsciously and muttered: “Too 
bad that Eric has made the opening 
display of the cheaper jewelry, it’s 
a mistake, tends to lower the high 
standing we’ve always maintained.” 

A further inspection caused him 
to compress his sensitive lips as he 
noted the absence of rubies and of 
sardonyx and peridot. He had al- 
ways made it a point to display 
prominently the birthstone for the 
present and following months. As 
he opened the store door he had a 
definite feeling that gifts were the 


“Let’s go home 


VVCLLLLLLLLLLL 
The Story Thus Far 


The new store of Waterford & Son has 
been opened, but the worries of Eric Water- 
ford, son of the proprietor, are not over, 
Established many years ago in Brent, Ohio, 
by the father of the present owner, Paul 
Waterford, the business has been conducted 
in a conservative manner. Eric, son of Paul 
Waterford, received his early training as a 
salesman with a New York novelty house 
and, returning to Brent, was taken into the 
business by his father. Filled with the en- 
thusiasm of youth, Eric suggests many 
changes in the business. Ill health forces 
Paul Waterford to take a rest, and during 
his absence Eric, who is in charge, decides 
to open a new establishment on Avery St. 
Judith Somes is hired to conduct the gift 
department and Eric soon falls in love with 
her and they become engaged. Old stock 
remaining after a closing out sale was held, 
was sold at auction in a near-by city bring- 
ing a fair price. Eric learned, however, to 
his dismay, that while in New York on a 
purchasing trip he had bought more goods 
than he anticipated. The question of meet- 
ing maturing obligations is now bothering 
Eric. The jeweler’s son calls on William 
Ajax Sissons, president of the Brent Trust 
Co., to arrange for a loan. After hearing 
Eric’s story the banker tells him that he has 
tackled a proposition too big for his capital, 
and unless the situation is promptly ad- 
justed the old firm of Waterford & Son 
faces disaster. Eric is left in a panicky state 
of mind while he awaits the return of his 
father. Now go on with the story. 


SVLLLCLLLLLLLLLE 


Ask me if it’s been one tough job, Pop. Believe me, | 
never want to go through such a siege again.” The 


young man rattled on with nervous 
excitement. He wanted to tell his 
father about the wonderful girl 
who was working for them. And 
he wanted to tell his father of all 
the trouble he was in! 

Part of his wish was granted in 
a sudden manner. Judith came run- 
ning up from the gift department to 
ask Eric some question and ran 
plump into the astonished Paul. 

“Oh. I’m so sorry. Please for- 
give me.” The girl flushed prettily 
as she looked at the tall, dignified 
old gentleman who looked smilingly 
at her. Then a light came into 
Judith’s eyes and with a little gasp 
she exclaimed: 

“Oh, dear. I’ll bet you are .. .” 
she looked at Eric, who just 
grinned. 

Paul finished her sentence by 
adding: “Yes, my dear. I’m Eric’s 
father. And you are 
Judith?” 

She nodded her head in a series 
of quick, short jerks. Then _ she 
looked at Paul, her head held on 
one side. The smile on the old 
jeweler’s face told the young girl 
what she wanted to know. In spite 
of three customers she tiptoed to 
Paul and kissed him. With her 
hands on his shoulders she said: 

“You will like me, won’t you? 
Please?” 





main feature of the new store, and it hurt! 

But a sight of his boy warmed his heart and in spite 
of the presence of a customer he could not refrain from 
hugging the son who was so dear to him. Eric was 
speechless with surprise and delighted to see his father. 
He had planned to meet him on the afternoon express 
and tell his father about Judith before he came to the 


store. 
“Gee, Pop, but you sure are a sight for sore eyes. 


“Yes, my dear, if you say, ‘Please, father!’ ”’ 

And then Eric’s mother came in and to the young 
man’s great relief the two women went to the basement 
together to see the new gift department, with an arm 
round each other’s waist. Judith chattering away 
about the wonders of the gifts they were offering, his 
mother asking interested questions. 

“So far so good,” Eric thought. 
yet to come.” 


“But the worst is 
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ln spite of the presence 

of three customers, Ju- 

dith tiptoed up to Paul 
and kissed him 


It was after church on Sunday that Eric told his 
father about the financial tangle he was in. It hap- 
pened that Bijah Jones was there and somehow Eric 
felt that he had a “friend at court.” To his surprise 
his father did not seem so astonished nor so worried 
as Eric feared. Bijah soon explained the circumstance 
when he told the young jeweler that he had already 
given P. W. the main facts concerning the financial 
condition which Eric had got into. 

“It’s this way, young fellow. I couldn’t let P. W. 
come back and find what a mess you had gotten into. 
It would have put him on his back again. So I kept 
him posted—and assured him that things were not so 
bad but they might be worse.” 

On Monday morning Eric and his father had a long 
talk with William Ajax Sissons, the president of the 
Brent Trust Co. He was quite willing to take care of 
their needs, but required both to sign the note. 

That night Bijah and his wife, Eric’s sister, dined 
at the Waterford home. Eric wanted Judith to be 
there, but to his vexation Bijah said: 

“Nothin’ doin’, young fellow. We want to talk biz 
tonight and you’d never keep your mind on business 
while that young woman’s around. And I don’t know 
as I blame you,” he added with a good-natured dig. 

After dinner the three men went to Paul’s little office 
upstairs and then Bijah disclosed what he had in his 
mind. 

“You know, P. W., that new store of yours is a darned 
good proposition as I see it. You’ve got a bang-up 
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location and snappy layout. But it needs more money 
to take care of it. You can do a darned big business 
aa 

“If what?” Paul asked quietly. 

“If you are on the job to keep Eric from going bug- 
house. And if Eric’s on the job to make the store as 
lively and up to the minute as he can get away with. 
Each of you by yourself would, I believe, make a go of 
the thing, but I don’t think either of you would make 
a really big proposition by yourself.” 

Paul gave his son-in-law an amused glance as he 
said, “Now you’ve finished the preliminaries tell us 
what you REALLY want to say.” 

“Got me there, P. W.,” the plumber gave a booming 
laugh. “I guess I’d better come clean. Guess I must 
have been thinking I was talking to the young fellow. 
Well. It’s this way, you owe me some $2,000 for work 
done, but I don’t need the money. What’s more, I’ve a 
few thousand not working. Now hold your horses, 
P. W.,” the plumber spoke sharply as he saw Paul be- 
gin to shake his head. 

“It’s Susan’s birthday next month and it was my 
idea to give her $5,000 worth of stock in her Pop’s bus- 
iness. I don’t want her to take any chances, though, so 
suggest you let me have some preferred cumulative 
stock at 7 per cent interest.” 

“Can’t do it, Bijah. We only have one class of stock, 
common. And Eric and I have all but a few shares 
Mom’s got.” 

(Continued on page 70) 
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Pre-Historic Jewelry Again in Vogue 


(Continued from page 25) 


been used, yet that is the only plausible way in which 
work could have been accomplished. Imagine the retail 
cost of necklaces today if each bead had to be made under 
such conditions! The jewelers of today sell nothing that 
is the result of such stupendous individual patient effort 
as these prehistoric lapidarians lavished on some of their 
“best sellers.”’ 

Many mosaic pieces have been found in this region, 
among them some beautiful ornamental hair combs for 
women. The most perfectly preserved of the combs was 
five and three-eighths inches long and originally was pro- 
vided with 12 teeth. The mosaic upper or body portion 
which is slightly convex, measures one and five-eighths 
inches in width at the middle and nearly one and a half 
inches from top to bottom. The settings are rather 
neatly laid and consist not alone of turquoise, as there 
are three pieces of black material, two of them resem- 
bling slate, the other like jet or lignite, which it prob- 
ably was. No attempt was made by the maker to smooth 
the face of the mosaic by rubbing. Lignite found on 
many of the combs and ornaments .was almost as precious 
as the turquoise; indeed, the Zuni call it “hiliakwin’”— 
“black turquoise.” 

Hawikuh, near Pueblo Bonito, is one of several places 
where mosaic has been found on wood. Numerous ob- 
jects incrusted with turquoise and jet, sometmes with 
other stones, have been found in ancient Pueblo sites in 
New Mexico and Arizona. All of these, however, are on 
bases of shell, lignite or bone and in some instances on 
pottery. . 

The turquoise jewelry unearthed at various times from 
these wonderful ruins constitute the most important 
series of turquoise objects yet found in this country. 
Mosaics, carvings, beads, rings and pendants in great 
quantity and variety -have been found in the burial rooms 


and accompanying the skeletons of the former inhabi- 
tants of Pueblo Bonito. More than 50,000 worked pieces 
were found during an early exploration by George H. 
Pepper in a single ceremonial chamber. One of the ob- 
jects is a “bone scraper” formed of the humerus of a 
deer or an elk and decorated about its center with an 
inlay of jet and turquoise showing considerable taste 
and skill in executing the design. 

Another jet object is designed to represent a frog or 
toad. Its body is carefully rounded and polished, the 
eyes are two large rounded pieces of turquoise standing 
boldly out, and across the neck is a broad inlay of the 
same material. A pendant with turquoise front and 
trachyte back, showing splendid workmanship, would be 
greatly admired today. Also a pear-shaped ornament 
made of three turquoise pieces joined with great exact- 
ness and a cylinder of hematite ornamented with tur- 
quoise inlay representing a bird. 

Even in prehistoric times the jewelers found it expedi- 
ent to carry a gift department as a side line, for they 
have left behind them examples of the finest pottery 
made by prehistoric peoples. Mr. Judd declares that no- 
where in all the United States are earthen ware vessels 
of ancient times found which surpass those of Chaco 
Canyon in beauty of form and decoration. The tracing 
of thin black lines over highly polished white surfaces, 
in patterns rarely if ever exactly duplicated, gave obvi- 
ous joy to the Bonitian craftsmen. On admiring them 
today, one naturally thinks, “What marvelous lamp 
bases!” 

All these objects show a high degree of skill and taste 
and afford conclusive evidence that nearly 200 years be- 
fore the First Crusade members of the jewelry trade in 
Pueblo Bonito had reached a high degree of proficiency 
in the arts. 


Clinic for Sick Business 


tory, keeping careful accounts and avoiding 

improper extensions of credit might have ob- 
viated 43 out of 55 cases of business failure already 
analyzed in the Newark bankruptcy study in which 
the Domestic Commerce Division of the Department 
of Commerce is cooperating. 

This bankruptcy clinic for sick business includes 
the more personal factors contributing to the fail- 
ures, such as retailers’ business methods, and the 
extent to which the abuse of credit extension in- 
fluenced the collapse. 

While definite conclusions on the strength of the 
small sample covered would be premature, the inves- 
tigators are convinced that prevention is more nec- 


exe business practices, such as taking inven- 





essary than an attempt to salvage business wrecks. 
Education of the business community by more de- 
tailed credit studies and widespread dissemination 
of the findings was suggested as one remedy for the 
conditions uncovered in the study to date. The study 
is expected to establish also the necessity of some 
more effective control of the debtor who has not 
conformed to the normal. 

There is food for thought in the study being 
made in Newark which can be brought home to the 
jewelry industry. Certainly the giving of improper 
extension of credit could be more carefully con- 
trolled if jewelers would make better use of the 
services offered by the Boards of Trade in our in- 
dustry. 
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Old World Atmosphere Pervades 


this Unique Jewelry Store 








NIQUE and unusual is the store of the Drosten Jewelry Co., St. 

Louis, designed as a jeweler’s guild shop of the XVIth century— 

this being the ambition and dream of Will Drosten, executive head 
of the company. 

The period of architecture is Italian Renaissance, carried out in com- 
plete detail. With all of its old world atmosphere, Will Drosten injected 
into the plan modern efficient ideas that make it a practical jewelry store. 

The entrance is black and white marble with the door of wrought iron 
and plate glass. The color scheme of the floor is lapis lazuli, white 
mottled with blue block tiles. The walls, ceilings and columns are fin- 
ished in stone effect, colored a “day-break-pink”—this shade being se- 
lected to eliminate color conflict when displaying diamonds. 

The cases are hand-carved solid walnut. All cases are locked, reduc- 
ing the cost of burglary insurance. When opened, the back drops down 
and folds underneath the case. The cloister type windows and doors are 

wormy chestnut. Three individual 
diamond offices occupy one corner 
of the store, being separated with 
a wrought iron grill, back of 
which are hung maroon plush cur- 
tains. The fixtures and chairs are 
solid walnut upholstered in an- 
tique tapestry. The lighting fix- 
tures are indirect and _ bowl- 
shared. Other fixtures are de- 
signed as sanctuary lights. 

Workrooms and repair depart- 
ments are concealed, adjoining 
the store itself. Newest methods 
for combating robbery are em- 
ployed. Tear gas outlets released 
can flood the entire room in a frac- 
tion of a second. 








Upper—Attractive entrance in 
black and white marble 


Center—Looking toward pri- 
vate offices used for diamond 
sales 


Lower—Section showing hand 
carved display cases 
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Work Hard For You 
Use These Timely Displays - 


JEWELERS WIND 





Make Stationery Windows Reflect Smart Atmosphere 





This outstanding window display made by a New York con- 
cern features stationery and accessories 


HIS photograph shows a most effective stationery 
window made by George Jensen, Hand-Made Sil- 
ver, Inc., 169 W. 57th St., New York. 

The entire display is made of materials taken from 
the stationery department and includes special sheets 
of paper rolled and tastefully tied with silk ribbons. 
Place cards in a wide variety, set in silver place card 
holders together with silver letter openers, paper 
knives, silver erasers, card trays and card receivers 
form the accessories used in connection with this dis- 
play. 

Thie window is skillfully handled concentrating the 


attention on the stationery but adding interest with 
other items that coordinate the main display unit. 


TATIONERY offers unlimited possibilities in the 
S arranging of unique and interesting window dis- 

plays. Sheets of clean paper colored and tinted in 
many hues and tones is ideal material for building the 
display. It can be rolled, tied with beautiful silk rib- 
bons, laid flat and worked into attractive designs and 
employed as backgrounds. 

The fine stationery manufacturers will cooperate 
with jewelers in developing windows that will attract 
the crowds. Assistance and definite suggestions can 
be secured in the creating of good window displays. 

Determine the type of buyer to whom you wish to 
direct your appeal. If its wedding stationery you are 
attempting to merchandise, carry out the idea to its 
fullest expression. Select some announcements pre- 
viously engraved, prominent names will add prestige 
to your display. Show several styles and sizes with 
new treatments of engraving. If you carry place cards 
use a bridal party arrangement, exhibit appropriate 
gifts that would make ideal presents for the bride. 
Don’t permit these units to dominate the display. Rather 
have them emphasize the wedding atmosphere and the 
stationery suitable for the event. 

An appeal to business men should reflect a mascu- 
line atmosphere. Make it vigorous, something that will 
appeal to men. Engraved letterheads for the presi- 
dent’s office, business cards, announcements of all varie- 
ties should be shown in connection with the display! 
Have an eye-teaser of some kind in the window. Dogs, 
man’s best friend, are most persuasive in arresting the 
attention of men. 

Book ends, ash trays and cigarette holders all can 
be used in connection with the business stationery ex- 
hibit. Again be cautious that these recede into the 
background. Its stationery you are trying to merchan- 
dise, so make the window sparkle with stationery. Win- 
dows of this type offer opportunities in bringing into 
the store many customers who otherwise would hesi- 
tate to become acquainted. New business can be de- 
veloped through good stationery windows. .Use them 
to add to your customer list. 

The Jensen firm uses the front part of its show win- 
dow to emphasize desk accessories. The soft folding 
drapes in the rear not only serve as an excellent back- 
ground but add beauty to the display. 
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Through Your Show Window 





JISPLAY SERVICE 


THE JEWELERS’ CIRCULAR 33 


ws 





Romantic Jewelry Creates Intense Curiosity Appeal 


VERY alert retail jeweler realizes the importance 

of an attractive window, knows that symmetry in 

arrangement and timeliness in displaying mer- 
chandise are strong factors in stimulating sales, 
These facts have become platitudes and are taken for 
granted. 

But there is one quality in human nature an appeal 
to which the jeweler’s window should never be with- 
out. That quality is curiosity. The lure of objects 
brought from distant lands was the impetus that 
sent Columbus across the Atlantic to discover a new 
route to the East Indies, so that the fine ladies of 
Europe might adorn themselves with the bizarre orna- 
ments of the Far East. 

And today that desire for the unique in jewelry is 
just as prevalent in the United States as it was in the 
Old World 500 years ago. 

The window decorator for Guitel Montague’s smart 
antique jewelry shop on Madison Ave., New York, 
builds windows with an interesting appeal. On the left is 
displayed an assortment of topaz and amethyst neck- 








The window of Guitel Montague, 579 Madison Ave., New York, displays practical antique jewelry 


laces and brooches. On the right is old-fashioned and 
modern cut diamond jewelry. The two circular trays 
in the foreground display garnets and French and En- 
glish 18th Century solid gold necklaces. In the center 
are shown two East Indian necklaces of exquisite work- 
manship, comprised of semi-precious stones in a vari- 
colored arrangement of turquoise and coral. In the 
rear, a background of antique silver completes the dis- 
play with an English cup standing between candelabra, 
excellent examples of Sheffield plate, coming from a 
collection of Irish and English antique silver of the 
18th century. 

The practice of periodically displaying some one 
article of jewelry which has a historic or romantic 
value in addition to its intrinsic worth will be found 
by jewelers to be a sales stimulus of considerable im- 
portance. It confers upon the store an individuality 
and uniqueness which impel the casual shopper to 
pass by the store on her purchasing trips, “Just to see 
what Blank & Co. are displaying this week,” she will 
say when she meets a friend. 
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A half hundred silver cups won by this 
Los Angeles, Cal., dance queen 


N example of the efficacy of R. 
A Wallace & Sons sales-building ser- 
vice on its high quality trophy 
line is shown in the recent San Diego 
Sun’s 11th Annual Silver Gate Channel 
Swim in which there were 60 awards. 
furnished by J. Jessop & Sons of San 
Diego, Cal.—one of the many jewelers 
throughout the country who finds it very 
profitable to feature his store as “trophy 
headquarters” for the Wallace line. 

The service that Wallace supplies in 
this respect includes a strikingly attrac- 
tive window display and a quite different 
and easily read mailing piece which is 
drawing many, many trophy-interested 
folks into these jewelry establishments 
to view the variety of beautiful trophies. 

This service has been responsible for 
an especially prolific season of trophy 
sales among athletic and social clubs, 
schools, colleges, country clubs, industrial 
leagues, and many other organizations 
carrying on sporting activities. 

In many instances it is possible for the 
jeweler to inaugurate the idea of 
presenting silver trophies for various 
community activities. In a midwestern 
town of 4000 people a very active jeweler 
sold 53 trophies to be used as awards at 
the County Fair. Fifty-three of the 
leading business firms of his town con- 
tributed the cups. 

High school contests of various types 
offer excellent possibilities for disposing 
of many trophies during the _ school 
Period. Contests of various kinds, in- 
cluding charity drives, offer outlets for 
trophies. It is up to the jeweler to sug- 
gest that a silver cup would be welcomed 
by the winner of the contest or event. 
He can further develop this sales angle 
by proposing to the leading bank or 
NeWspaper that a trophy donated by 
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Silver Trophies Add to 





them would create community prestige. 
As cups or trophies are available in 
practically every price range, the idea 
can be used in stimulating business. 
Two examples of how profitable it is 
to direct selling energy in securing 
this trophy business are forcibly shown 
by the illustrations on this page. 
Practically all silverware manufac- 
turers have extensive lines of silver 
trophies that can be secured at once. 


: a oe SAN DRG 6, SuNS lang <=” §63§ 
 cnttay SILVER GATE CHANNEL SWIM 20 crocs ” 
June 22 ie 2 mei 





Jewelers Summer Sales 


cn vs 


Participate in civic affairs offering op- 
portunities to supply trophies for com- 
munity contests. Some alert jewelers 
have succeeded in building good business 
in this field 


acter. The copy urges the trophy chair- 
man to call upon the jeweler and allow 
him to make suggestions for suitable 
trophies for whatever contest may be 


. contemplated. 


The mailing piece emphasizes the ease 
with which the chairman can now select 
suitable trophies due to the large num- 
ber of patterns available in a wide range 
of prices. 3 

A definite selling appeal is expressed 


The above Firms and Sportsmen are te x 
much repeesent the largest + 


tropes wi 
any § 





J. Jessop & Sons, San Diego, Cal., furnished all these cups for the Silver Gate 
Channel Swim 


A very elaborate mailing piece has 
been prepared by a silverware manufac- 
turer in which is illustrated innumerable 
trophies and articles that can be used 
for prizes in all types of contests. 

On the mailing piece is imprinted the 
jeweler’s name. It is addressed to the 
chairman, trophy committee, of such or- 
ganizations in his community that are 
prospects for merchandise of this char- 


in the suggestion that the folder be hung 
in a suitable place where members may 
make their own selection from the tro- 
phies illustrated. 

This sales-building dealer help is cort- 
ducive to added sales in the jewelry 
store, and with the opening of schools 
and colleges serious consideration should 
be given to the opportunities offered in 
merchandising trophies to this group. 
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appearance two stores may be, 

each has elements of individual- 
ity which distinguish it from the other. 
This is true of twenty stores in the same 
city, even if stocks, store, building and 
equipment are to the casual glance much 
alike. And to the casual observer many 
jewelry stores seem alike, one of the 
best reasons in the world why each jew- 
eler should carefully study his advertis- 
ing, all kinds—direct mail, signs, show 
cards and newspaper. Similiarities are 
competitive; distinctiveness is non-com- 
petitive and reflects the personality of 
the individual store more than any other 
single characteristic. 

Personality is of the same value to a 
tetail store that personality is to the 
human being, sets it or him apart from 
the regular run of stores or people. 
There is definite advertising value at- 
tached to whatever elements of distinc- 
tion a store may have provided the ele- 
ments are reflected in the advertising. 

Twenty soldiers with identical uni- 
forms on look much alike but close in- 
Spection will bring out differences of 
size, stature, posture and feature. 

The only reason the twenty look alike 
is the uniform. 

Take the uniforms off and dress the 
soldiers in civilian clothes and you will 
have twenty personalities instead of one 
Personality. 

A store cannot very often change its 
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N: matter how similar in outward 





















“ADVERTISI NE 


Suggestions On How to Fit Style of Advertising 


to Specific Stores 




















a Series on the Principles and Practice of 


Retail Jewelry Store Advertising 


BY GUY HUBBART 





You needn't be 
“diamond clever” 


---for you can always get 
fine quality by buying 
Seigley Diamonds 





You don’t have to be a diamond 
expert to select a fine diamond at 
my store—for every diamond I have 
is guaranteed to be of fine quality. 
Don’t take my word for it. Come 
in aad let me, prove it. Let me - 
show you how _apparent the fine 
quality is. 








When you know the painstaking 
care that is employed in selecting 
Seigley Diamonds, you will under- 
stand why their quality is so uni- 
formly high. And yet Seigley Dia- 
mnds are moderately priced—25% 
to 50% under the regular retail 
prices. 


Shop around—price good diamonds 
at other retail stores—then come 
here and compare! 


Frank Seigley 


ARIZONA’S DIAMOND BROKER 
45 NORTH CENTRAL AVENUE 








The Same Location For 15 Years 





An excellent head with attention value 

was used on this ad. Definite statements 

about guarantee build confidence in mer- 
chandise and store 


front, its floor layout, its windows (so 
far as size and position) but it can 
change its stocks, its displays, its deco- 
rations and so on. 

Also it can change its most valuable 
asset aside from the location, name and 
goods, its advertising, and every time 
the ads are changed the store’s person- 
ality is emphasized. This means good- 
will and prestige and finally better busi- 
ness. 


Advertising the Store’s Individuality 


But the average jeweler finds diffi- 
culty in selecting the distinguishing 
points of his store, also in many in- 
stances he finds difficulty in putting them 
into his advertisements after segregat- 
ing them. 

First, he should make himself believe 
his store is different from the other jew- 
elry store across the street, or a few 
blocks down or up the street. He should 
look for differences and if necessary cre- 
ate them if there are no definite ones, so 
that he can use them to enliven his 


advertising. 
Many big department stores have de- 
liberately changed something either 


within the store or in connection with 
architecture simply so it could be made 
an advertising feature. 

“What have I got that is different?” 
the small jeweler may ask. “And how 
could it be used in my ads to any ad- 
vantage?” 
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Well, maybe your store carries a line 
or type of goods no other store carries. 
Maybe your store front is unusually 
light, due to facing a certain direction; 
maybe the sun is brilliant at 2.30 p. m. 
just over your diamond counter or the 
cut glass and crystal counter. If so 


feature the point in the text of one or 
more advertisements or one point at a 
time in a series of advertisements. 
Maybe your store is conveniently lo- 
cated to the station of an interurban 
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vertising by all of them finally increases 
jewelry interest, makes people jewelry 
conscious. 


How to Reflect Personality 


Personality as an advertising subject 
is more simple than it sounds. It merely 
means bringing out the points that make 
your store an institution of service. 
Jewelers go to the movies. They see the 
different lady stars. Casual observa- 
tion is all that is needed to see the dif- 











A cigarette manufacturer in a 


recent page advertisement made 
a statement! 


About truth in advertising, which ex- 
cited our admiration, we having for « 
long time given little creaence to illogi- 
cal and misleading advertising . . . 
while we are a local firm not engaged 
in selling or advertising om » national 
basis must admit that our policies are 
copied from great American mational 
we believe in truthful 


institutions 






. - quality jewelry and 


asy terms- where when « 








e 
is consummated the buyer is pleas- grade jeweler... 


W. H. KEESE & CO. 


211 N. Main St 


















ed and wants to buy again . . . there- 
fore uf you read’ an advertisement from 
Keese's, remember it bas been written 
witb sincerity, truth and accuracy, jus- 
tifying the confidence Greenvillians 
have piaced im us for many years. . « 
incidentally, we again desire to call to 
your attention the fact that we sell only 
jewelry and kindred gift ware, never 
deviating from the ethics of « high 
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ladies, three brunettes and one with red 
hair buy a ring in our store. Rings 
have no color but certain kinds fit cer- 
tain types. Come in and let us help you 
get the most appropriate ring.” This 
line of approach fits many other lines of 
goods. It widens the simple interest 
anyone might have in rings or other ar- 
ticles. 

“This jewelry store does not mind 
rainy days. It is curious but some of 
our best sales are made when the sun is 
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Left—This ad is well merchandised, describing and picturing eight values with definite price ranges. The specialized appeal 
is brought out in the two displayed captions—gifts for graduates and wedding and engagement gifts. 
inches.) 
ticular store. 
inches. ) 







electric line, a street car junction, near 
good restaurants, the movie theaters and 
other places of interest and convenience 
to the public. If so any one of the 
above put into a line or paragraph of 
copy will give your ad extra interest and 
teflect the identity of your store. 

Take 50 ads, clip them out of out-of- 
town papers and see how few have any- 
thing of special interest in them. Then 
say to yourself “I am going to study 
this little store of mine and look for 
Points to put in my advertising copy 
in addition to items about my special 
Values.” 

These suggestions while useful to any 
jewelry store are especially useful to 
the small city store with one or two good 
Newspapers and five to ten close com- 
petitors for business. If all the other 
stores run commonplace ads, so much the 
better for the ads of the store that puts 
life and interest into its copy. Although 
in the long run all local jewelers would 
Profit if all tried to use good looking 
ads and interestingly written copy. 

Quality treatment of copy has the 
effect of promoting general interest in 
better values, which in the end means 
More profitable selling for all the jew- 
élers in a town just as consistent ad- 


space; type and layout skilfully managed 


ference in any five of them aside from 
size, shape and coloring. The real dif- 
ference is in their personalities—their 
ways of expressing themselves, the 
methods they use to put themselves into 
the play so spectators will like them 
and want to see them again in other 
plays. 

Some reflect their personalities by the 
way they dress, others by their manner, 
others by expression of eyes or hands, 
others by voice and gesture. 

The same with a jeweler’s advertise- 
ment. It can be good looking—type well 
set, attractive layout. It can be interest- 
ing—good copy with ideas in it about 
jewelry and allied lines. It can be strik- 
ing by the use of good headlines and 
cuts; it can be good humored, fascinat- 
ing and inviting. It can even be start- 
ling if restraint is used in the method. 

And if the ad is any of these it is 
interesting, and because it is so it at- 
tracts attention and sells goods besides 
making people look for future ads. 

Only a few words are needed to put 
the spark of interest into copy. Here 
are three examples of interest easily 
linked to the ordinary description of an 
item or items featured in the ad: 

“Almost every day, two blonde young 





(Space size, 28.5 


Center—Copy and idea are institutional in treatment, designed to influence future advertising as done by this par- 
This type of ad is fully effective when closely followed up by ads with priced items in them. (Space size, 24 
Right—This is a typical well rounded ad; number of items fits space; section spaces in correct proportion to total 


hidden. Jewelry, always cheerful, looks 
more so when the clouds hang low. But 
come in any day—our values are always 
bright—and right.” 

“Either we are just naturally lucky 
or our new line of (any name) watches 
have brought us extra luck. We sold six 
last Wednesday. Anyway, we believe in 
luck and also in good watches. Perhaps 
it’s the latter. You are invited to look 
at this new line of watches any time. 
They say early in the morning is the 
best time to pick out a good watch. No 
reason, just an old saying. But it will 
be a good morning if you buy one of 
these watches—and it will be a good 
watch. That’s the only kind we carry.” 

Lines like the above cost nothing and 
they give your ads personality, which in 
plain words means interest. And _ inter- 
est identifies your store so people re- 
member it long after they have read 
your ad and other story ads. 








Ray G. Burfeind, formerly of Ells- 
worth, Wis., has purchased a building at 
Fairmont, Minn., and is moving the Peer- 
less Jewelry Co., a mail order concern, 
to that address. Alterations for the new 
occupant are now being made. 
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JADE BROOCHES 


Enamel effects Diamond effects 


$25.00 to $175.00 








CROSSMAN COMPANY 


New York | 








3 Maiden Lane 





CharlesT Dougherty Co.Inc. 


IMPORTERS of PEARLS & PRECIOUS STONES 
7-11 West 45%Street, NewYork. 


Pearls, Pearl Necklaces 
Pearl Ropes, Pearl Scarf Pins 
Black Pearls 
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London Shops Feature New Jewelry 


Summer-Time Calls for Sporting Bracelets and Jeweled Hand-Bags in Novel Designs 


-Yellow 


Gems Now Popular—Fashion Leaders Adopt New Clip-on Watch Brooches 


Notes 


LONDON, July 21.—Fashionable women 
are not wearing a lot of jewelry thes« 
days, but what they do wear is extreme- 


London Fashion 


ly big and noticeable for its outstanding 


The vogue for beach and sun 
bathing jewelry is confined to the so- 
called lower classes. Fashion leaders 
who patronize the Lido or Deauville do 
not promenade in rubber earrings and 
glass and celluloid bracelets. One 
in aristocratic London rendezvous grace- 
ful women wearing just one bracelet of 
unusual design at the wrist and one 
finger ring with an exceptionally large 
stone. One of the new clip-on watch 
brooches also may accompany the other 
jeweled pieces but its position on a hat 
is not likely to become popular. It is 
much more useful worn simply at the 
waist. An interesting type of bracelet 
being shown by exclusive jewelers is 
composed of a dozen close rows of smal! 
pearls fastened by a clasp fashioned as 
an immense diamond buckle. The brace 
let really forms a cuff, but its prohibitive 
price will not make it available for many 
women. It doubtless will be copied in 
the cheaper materials, however. 


quality. 


sees 


es * 8 


Among the parcels stolen in High Hol 
born recently, when a mail carrier was 
attacked while delivering mail by men 
who jumped from an automobile and 
escaped in it again, was one containing 
pearls and seed pearls valued at $25.000 
Tyler & Co., the jewelry assessors, are 
offering a $2,500 reward for information 
leading to the recovery of the registered 
gems. 

e+ * 

The art of creating in the wealthy 

customer an intense desire on her part 


By JACK BROOKS 


to own the most attractive and expen 
sive pieces of modern jewelry now avail- 
able was never better exemplified than 
in the current display of beautiful pearl, 
diamond and emerald bracelets, neck 
laces, pendants and earrings made at the 
New Bond St. establishment of Cartier 
Few women can glimpse the remarkable 
examples of the jeweler’s craft such as 


are exhibited in the Cartier salons 
without registering an inward vow to 
obtain at least one of such pieces. Some 


of the pear] necklaces now on view and 
containing hardly more than 40 or 50 
pearls are purposely restricted in bulk. 
There is one necklace of matchles 


beauty containing 42 pearls. Held 
by a fine diamond clasp this neck 
lace is valued at $425,000. There ar 


pearls displayed at these salons that are 
really rare. In another necklace the 
number of pearls is limited to 25. The, 
are black and each is sepa 
rated by a diamond cube. Two hundred 
and thirty thousand dollars is the pric 
for a pair of shown at this 
establishment. 


baroques, 


. 
bracelets 


The use of sporting bracelets ars 
a novel feature of new summer jewel 
ry and these feature such things as 
tennis rackets and golf clubs as_ the 


motif of designs that have 
viously been employed in quite the same 
way. For two tennis 
each measuring about one inch in length 
and set he frame with sapphires 


never pre 


instance, rackets, 
round the 
and diamonds, are joined to a bracelet of 
fine platinum mesh that represents the 
tennis net. .The “net” is of such a 
length that a two-inch gap is formed on 
the front of the wrist which is bridged 
by a fine chain on which the ball is 


The be either a 
platinum sphere or a large pearl, accord 
ing to the London correspondent of 
National Jewelers Publicity Association. 
A golfing bracelet consists of a platinum 
driver, cleek, mashie and putter joined 
together in a sort of criss-cross design, 
while a hunting girl’s 
of a series of horse’s bits worked out in 
platinum and joined end to end. 


threaded. “ball” may 


the 


bracelet consists 


JEWELED HAND-BAGS 


3ond St. jewelers are showing hand 
bags to match gowns, shoes or jewelry. 
Now that jewels are worn with every 


kind of outfit it is often easier to match 
one’s hand-bag with one’s jewels. The 
jeweled hand-bag that is fashion 
able is of black antelope which makes a 
perfect background for the gems set into 
the clasp. These clasps are made in 
tones of all kinds, from the richest red 
coral to the palest blue chalcedony. In 
many cases the hand-bag ornaments ar‘ 
match the fashionable clip- 
which well-dressed 
fastened 


most 


designed to 
on brooches women 
are wearing 


hats. 


jauntily in their 


GOLDEN SEASON OI! 


Never before has there 
demand for yellow gems as there is this 


JEWELS 


been such a 


eason. Orange-tinted diamonds, pearls 
with a golden hue, and even the com- 
paratively cheap yellow amber are all 
very much the vogue at the moment 
Almost every type of complexion is 


flattered by yellow of just the right tinge 
and the yellow gems harmonize with a 
wide variety of other colors as well as 
with white and black. Yellow diamonds 
in conjunction with white are a feature 
of many new rings and 


, 
rracelets., 
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DESIRABLE SPACE FOR RENT 


Very desirable location ready for 
immediate occupancy, may be had now in 


THE JEWELERS’ BUILDING H 14 WEST 46th STREET 


IN THE HEART OF THE UPTOWN NEW YORK JEWELRY CENTER 
Small or large units with full North Daylight 


For particulars apply to: 


SIGLEY REALTY COMPANY 


55 West 47th Street New York, N. Y. 
Telephone Bryant 6506 
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To Study Successful Trade Promotion 


Methods 


WASHINGTON, D. C., Aug. 4—The 
Trade Association department of the 
Chamber of Commerce of the United 


States is reported to be planning a spe- 
cial study of the successful trade pro- 
motion methods of trade associations. In- 
formation will be sought from the asso- 
ciations on such subjects as technical or 





scientific research, advertising, publicity, 
field service and industrial education, and 
the methods by which these activities 
are financed. 

Tentative plans call for reporting the 
findings in three publications, to deal, 
respectively, with technical or. scientific 
research, market research and advertis- 
ing and publicity, by and through trade 
associations. 

* * * 


Sales Clerks’ Compensation 


WASHINGTON, D. C., Aug. 4—A pro- 
gram to interpret and apply the find- 
ings in the study of sales clerks’ compen- 
sation, conducted by the Industrial Re- 
search Department of the Wharton 
School of Philadelphia, is planned by one 
of the national trade associations, it is 
reported. 

Studies are contemplated of adjust- 
ment of regular salespeople to possible 
sales; stock control systems and the 
duties of salespeople in connection with 
them; physical layout of the various 
departments; and wage payment sys- 
tems most effective for workrooms, ser- 
vice departments, and selling depart- 


ments. 
* a + 


What Proportion of Sales Cost Is 
Spent for Advertising? 


WASHINGTON, D. C., Aug. 2—The As- 
sociation of National Advertisers has 
made plans for a comprehensive and 


confidential study of the present methods 
of division of the advertising budget. 
Reports will be secured, not only from 
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By L. M. Lamm, Washington, D. C., Correspondent 


the majority of members, but also from 
outsiders who are promised a copy of the 
final report in return for collaboration. 

The announced purposes of the study 
it possible for buyers of ad- 
vertising to know what proportion of 
sales volume is being spent for adver- 
tising in all the important industries of 
the country, and to ascertain the pro- 
portional distribution of the advertising 
budget to overhead, mechanical 
sories, media of all dealer helps, 
etc. 


are to make 


acces- 


sorts, 
* * * 


Exporters Disregard Parcels Post 
Regulations 


WASHINGTON, D. C., Aug. 2—Numer- 
ous complaints have been received from 
importers in Rio de Janeiro during the 
past two months due to the continual use 
of parcel American exporters 
in making small shipments of merchan- 
dise and supplies, according to Assistant 
Trade Commissioner J. W. Ives. In 
many cases, shippers in the United States 
have disregarded specific instructions of 
customers in this regard with the 
result that the Rio de Janeiro post 
office is at present in a congested con- 
dition, and numerous’ orders’ have 
been cancelled because of the delay in 
the arrival of shipments, which not in- 
frequently have never reached the con- 
signee. 


post by 


* * * 


Department Store Sales Show 
Decrease 


WASHINGTON, D. C., Aug. 4—Depart- 
ment store sales for June were 10 per 
cent smaller than in the corresponding 
month a year ago, according to reports 
to the Federal reserve system from 643 
stores in 266 cities. Total sales from 
January 1 to June 30 were 5 per cent 
smaller this year than last. 


* * * 


Advertising Matter Mailed 
from Abroad 


Duty on 


WASHINGTON, D. C., Aug. 4.—The 
custom of some American stores of mail- 
ing their customers advertising matter 
from abroad was affected by Schedule 
14, Par. 1410, of the Tariff Act of 1930, 
which subjects such matter to a range 
of duties varying with the nature of 
the material. 

Section 320 specifically excludes ad- 





vertising material of domestic 

which is printed, manufactured or 
duced in a foreign country from the 
scope of reciprocal duty free agreements 
with other countries, permitted for other 
advertising matter. However, exported 
domestic manufacture, when 
returned to the United States after hav- 
ing been advanced in value or improved 
in condition by any process of manu- 
facture or other means are to be dutiable 


lirms 


pro- 


books of 





only on the cost of materials added and 
labor performed in a foreign country. 


*” * . 


Cooperative Merchants Delivery 
Service 


WASHINGTON, D. C., Aug. 4.—A _ co- 
operative merchants delivery service 
owned by retailers in a northern uni- 
versity city of 30,000 population is func- 
tioning effectively, according to reports 
received unofficially at the Department 
of Commerce. The merchants inaugur- 
ated the cooperative delivery service 23 
years ago, the equipment today repre- 
senting a $47,200 investment. 

A new rate is established annually for 
each store on the basis of the average 
weekly orders for the preceding year, 
plus a maintenance charge of $5 a week. 
Additional charges are made for C.O.D’s 
and special delivery service, one cent 
for collection for C.O.D. orders and 15 
cents for special delivery orders. De- 
livery service is rendered to others than 


members of the company at 15 cents 
each delivery and 35 cents for special 
delivery. 

* 


A survey has recently been made by 
the Electrical Equipment Division of the 
Department of Commerce as to radio 
outlets. It was found that jewelry stores 
represented 1.5 per cent of the total 
replies received and their sale was 0.7 
per cent of the total radio sales tabu- 
lated for 1929. The jewelry store radio 
sales per dealer amounted to $6.289 for 
1929. 
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MIKIMOTO PEARLS - 


: Genuine Pearls Cultured 


HEAD OFFICE: GINZA, TOKIO 


BRANCHES: 
OSAKA—AWAJI-MACHI Srewene 


BOMBAY—BULLION EXCHANGE BLDG. 


PEARL CULTURE FARMS 


GOKASHO BAY AND AGO BAY MIYEKEN 
OMURA BAY, NAGASAKIKEN NANAO BAY, ISHIKAWAKEN 
ISHIGAKIJIMA, RIUKIU, JAPAN PALAO ISLAND 


Illustrated Booklet on application 
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Banking Service for the Jewelry Trade 


WE offer to jewelers the special facilities developed through 
years of intimate association with their business, together with 
all the financial and service resources of a great banking institution. 






MARKET AND FULTON OFFICE 


IRVING Trust COMPANY 


81 Fulton Street, New York 



































August 7, 1930 





THE JEWELERS’ 





CIRCULAR 


Business Llls Can Be Cured 








Depression in Industry Can Be Offset by Close Study of Fundamentals and the Application of 
Progressive Principles of Management, Report Engineers W orking in Industrial Field 


Answering pessimistic reports being 
generally circulated on depressed busi- 
ness conditions and the causes thereof, 
more than 200 engineers specializing in 
management, manufacturing and mer- 
chandising work in industrial organiza- 
tions throughout the country declare 
that the foundation of American busi- 
is sound and fears of a sustained 
period of depression are not justified. 

The engineers, after months of in- 
vestigation, emphasize that existing dif- 
ficulties in industry can be attributed 
to shortcomings in management and lack 
of understanding of fundamentals that 
control the entire economic system of 
the country, with a failure to apply 
remedial measures to offset the mount- 
ing economic conflicts and _ difficulties 
that have arisen. 

This report has been made by John 
F, Sherman, chairman of the Board of 
the Sherman Corporation, on the basis 
of surveys made by his engineering as- 
sociates in every representative field of 
business activity. The engineers have 
studied every angle of industrial activity, 
from the production of raw materials, 
through all the processes of manufac- 
turing and distribution, to retailing and 
consumer demand. 

The consensus of opinion of the engi- 
neers is that the foundations of indus- 
try are sound, and the great need of 
business is to study the underlying 
causes of the present depression and 
correct them by progressive principles 
of management based upon research in 
individual industries. 

“Business is what you make it,” is 
the keynote of the engineering report 
made by Mr. Sherman. This, he de- 
clares, applies to every line of industrial 
activity and reflects actual conditions 
as found in the analysis of business con- 
ditions by his engineers. 

The extensive survey reveals 
there are no basic conditions 
mining industry, and emphasizes 
depression will pass 


ness 


that 
under- 
that 
with 


the current 





the correction of existing defects in in- 
dustrial procedures. The engineers are 
fully convinced that by adequate meas- 
ures of rehabilitation based upon re- 





The “Silver Lining” to 
the Cloud 


“We are in a period of re- 
trenchment—costs are being re- 
duced, waste eliminated and 
the foundation for constructive 
plans for the future is being 
laid. Furthermore, the experi- 
ence last fall has stimu- 
lated sober thought. and _ busi- 
ness men everywhere, and to an 
increasing extent the general 
public, are facing cold facts. 
There is a growing realization 
that even in this country con- 
sideration must be given to the 
natural workings of economic 
laws, and that we cannot pursue 
a policy of over-expansion in 
business and in_ speculation 
without paying the penalty. 
Out of such an experience may 
come a more steady though less 
spectacular business era for the 
next few years.”—From the Bul- 
letin of the First National Bank 
of Boston. 


since 











search, business will be restored to nor- 
mal in a short while and the lessons 
learned will be of permanent value in 
industrial management. 

Mr. Sherman takes a firm stand 
against the prevailing pessimism. Ac- 
cording to all reports of his engineers, 
he states, conditions are not nearly so 
serious as they have been represented to 


be. He points out that the calls from 
leaders of industries for specialized engi- 
neering analysis and assistance proves 
that leaders of business realize the 
growing need of research and engineer- 
ing principles in reading a solution of 
economic problems. 

“The financial condition of the coun- 
try,” Mr. Sherman reports, “is unques- 
tionably sound, and gold reserves are 
plentiful. We are a strong creditor 
nation and our exports continue to ex- 
our imports. The new tariff mo- 
mentarily has had a psychological effect, 
but the flexibility of its structure will 
avoid any serious consequences. 

“There are 120,000,000 people in the 
United States to feed, clothe and house, 
and our domestic market, plus our for- 
eign markets, will meet our productive 
capacity, provided the management of 
industry looks the situation squarely in 
the face and applies remedies to 
existing industrial ills.” 


ceed 
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DID YOU EVER STOP 
That 


getter. 


TO THINK?* 


courtesy is a great business 


* * . 


It costs nothing to be courteous. 
* * * 
Courtesy is one of the leading lights 
of business and brings sure returns. 


* * 7 
People who have good dispositions, 
who are willing to work and who can 
smile are always courteous. 
* * ca 
They make good employes for any 


business. 
* * « 

The courteous, obliging, friendly clerk, 
who makes the customer feel how his 
business is appreciated, has made many 
a business a successful growing business. 

*From appendix to address of Geo. Dysor 
chairman of Vocational Service Craft As 
semblies, at recent convention of Internatior 
Rotary, at Chic 
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“Buy from the Cutters” 








Emeralds 


Sapphires 






Beautiful Rambler Rose 


Ip ceria tad tnenenadanidinaaeoncerreaenesserncerneae aime 





GEMS 


C atseyes 


Star Rubies 


Star Sapphires 





Chinese Jade : 

Black Opals Aquamarines :. 

te 

and other F 

Precious Stones 
AMERICAN GEM & PEARL Co. ‘F 
“Dealers . (utters . Importers : 

SIX WEST FORTY-EIGHTH STREET 7 

NEW YORK . 
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6 Tumblers 
* 


Cutting Made in 
Old Rose or Green 


PRICE $1.00 per set. 


Ebenezer Cut Glass Co. 
Ebenezer, New York 
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AUGUST 4th, 1930 
----to be EXACT 


Copyright 1929 


175,000 men resumed 
work in the Detroit au- 
tomobile plants. 


This resumption of activity 
on the part of the automo- 
bile industry is a baromet- 
ric index of improving 
conditions. 


Far-sighted jewelers will 
do well to see that they 
are properly stocked to 
take advantage of this 
now present business re- 
vival, 


NSSUU\\ CaaS 


10 West 47"Street 
New York. 














LOTUS BEADS ' sis" 


The only bead that is different. 
to harmonize with any gown. 


15 shades 
Light as a 


feather. Smooth, round, graduated, satin fin- 


ish, exquisite lustre. 
Choker length, $3.25 each; 24- 


wash off. 


inch, $5.25 each. 


All Other Beads: 


Will not fade, peel or 


Catalogue discount. 


Genuine and Imitation 


HENRY KLAAS CO. 





58 E. Washington St., Chicago 





























The BUYERS’ DIRECTORY 
Price One Dollar 


The Jewelers Publishing Corp., 239 W. 39th St., New York 
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California Hold 


Midsummer Golf Tournament 


Southern Jewelers 


Los ANGELES, July 31—Surprising the 
members of the Southern California 
Jewelers Golf Association, Sydney M. 
Irmas of the Slavick Jewelry Co., an- 
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held last Tuesday at the links of the 
Riviera Country Club, Santa Monica. 
There were 30 players who teed off, 
notwithstanding that the day was one of 
the hottest of the season. Scores were 
fairly good and the players seemed in 
good form. A luncheon was served at 
the clubhouse at noon and after the last 
hole of the day had been played a tempt- 


Good Times Ahead 


nexed the trophy for the lowest net 
score at the midsummer tournament 
After what seems to the highly 
energized American business 


man a long period of aggravat- 
ing depression, it is only natural 
for the average man to become 
just as extreme in his pessimism 
as he was a year ago in his un- 
warranted optimism. Therefore, 
it seems to be both timely and 
helpful to reproduce here ex- 
cerpts from an opinion on gen- 
eral conditions, published Aug. 
1 by Hayden, Stone & Co. in 
their Weekly Market Letter: 


“For those who follow busi- 
ness and market developments 
from day to day or even from 
month to month, it is difficult 
to get the proper perspective. 
That we are today in a period 
of severe business depression 
there is no gainsaying. To 
compare this year with last 
year, or even years imme- 
diately preceding, is to com- 
pare depression with pros- 
perity. To get a true picture 
of how far we have come 
along the road, we should 
compare prosperous periods 
with former periods of pros- 
perity—depression with for- 
mer depression. The last 
period of severe business de- 
pression we have experienced, 
particularly in the matter of 





commodity prices, was in 
1921. Indeed, commodity 


prices today are lower than at 
any time since then. True 
comparison, therefore, would 
lie with that time rather than 
with recent years. To cite a 
few examples of progress it, 
therefore, may be pertinent 
to point out that in the entire 
year of 1921 the Steel Cor- 
poration earned a little over 
$2 a share. In the first six 





months of this year it has 
earned $6.50 a share on a 
greatly increased number of 
shares. General Electric in 
1921 earned about 22 million 
dollars; this year it will un- 


doubtedly earn three times as 


much. National Biscuit 
earned about five and one- 
half million dollars in 1921; 
this year it should earn 
four times as much. True, 
the shares of these and 
other representative com- 
panies are selling for sev- 


eral times what they were 
then; it is evident from the 
above that they are worth it. 
If our memory serves us cor- 
rectly, there was not a single 
company in that period that 
did not report a decrease in 
earnings. This year some 75 
important companies show, in 
spite of the general recession. 
an increase in the first six 
months over last year. 

“In short, while we are now 
in one of the valleys into 
which it seems incvitable that 
business should dip from time 
to time, this valley is at a 
much higher elevation than 
the last. This is the best pos- 
sible reason for expecting that 
the next peak will also be 
higher than the last.” 


All of us know that business 
is going to be better. We all 
know that some time in the not 
too distant future American in- 
dustries will again be forging 
ahead to new records of activity 
and prosperity. 

Now is the time to prepare for 
that next forward movement, be- 
cause the change for the better 
may come—probably will come 

sooner than we expect. 


, { a 





President Jewelers Publishing Corporation. 
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ing dinner was served, presided over by 
President James Apffel, at which 40 
jewelers were present. 

Following the banquet, Oscar Samuel- 
son, representative of the Towle Mfg. 
Co., Newburyport, Mass., was summoned 
by J. Herbert Hall, president of the Cal- 
ifornia Gold and Silversmiths Associa- 
tion, and presented with a diamond 
scarf pin. In an extemporaneous speech 
Mr. Hall commended the long and faith- 
ful service of 30 years that Mr. Sam- 
uelson has put in on the territory west 
of the Rocky Mountains, to which the re- 
cipient of the gift feelingly responded. 

The following were the winners: Syd- 
ney Irmas, low net, 18 holes, in the morn- 
ing; Louis Andreini, 18 holes, afternoon; 
Otto Wuerker, blind bogey; the latter 
was the winner of the president’s trophy, 
a prize which is given at each of the 
tournaments by the president of the golf 
association. 

A movement was started during the 
evening which probably will result in 
the formation of a new jewelers’ asso- 
ciation, built along the lines of similar 
ones now functioning in New York, Chi- 
cago and Philadelphia. 

Mr. Apffel presented for debate the 
question of enlarging the scope of the 
present Southern California Jewelers’ 
Golf Association so as to take in the 
leading jewelers of the Southland. Mr. 
Apffel, after showing what such social 
organizations have done for jewelers in 
the larger eastern cities, stated that one 
of the features of the proposed organiza- 
tion would be the holding of a yearly 
banquet after the manner of those held 
in Philadelphia, Chicago and New York. 
An annual picnic also is another of the 
features proposed, while the continuance 
of the golf tournaments was also ad- 
vocated by the speaker. 

Mr. Apffel will select a committee and 
another meeting will be held some time 
this month, at which there probably will 
be something definite threshed out and 
a name selected. 








Northern California Jewelers Golf 


Association Holds Tournament 


SAN FRANCISCO, CAL., July 31.—At the 


golf tournament of the Northern Cali- 
fornia Jewelers’ Golf Association, held 
last Thursday, there was a larger at- 


tendance than at any previous tourna- 
ment of the organization. It was held at 
the Los Altos Golf and Country Club. 
Fritz Barkan, a member of the club, 
was chairman of the Tournament Golf 
Committee. 
There were 
trophies competed 
being: Low gross- 
Norris-Alister, Ball, 
net (67 for 18 holes)—Charles Fisher 
of the W. B. Glidden Co. Three players 
tied for the third prize, for low line. 
They were J. Holland of Holland & 
Molkenbuhr, Sidney Burnett of Burnett 
3ros. and Cyrus Tanner of the Gorham 
Co. Mr. Holland was finally awarded 
the prize. The fourth prize, for the 
putting contest was won by Earl Both- 
well, San Jose jeweler. 


four sterling’ silver 

for, the winners 
A. S. McIntyre of the 
Bridges Co., low 
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Modern Art in Jewelry 





An Appreciation of the Work of A. Grebel 


PaRIs, July 25.—In reviewing the con- 
ditions of the jewelry industry of past 
years, we cannot help but realize a need 
for the introduction of modernism into 
the productions of our craft. Modern- 
ism really means more simplicity in de- 
sign, combined with beauty and harmony 
of line. But, unfortunately, lamentable 
results are often obtained when an at- 
tempt at modernism is made by unskilled 
creators and craftsmen, for they misuse 
the principles and the result is disas- 
trous. The above facts are apparent in 
the exhibit in the “Salon des arts decora- 
tifs of 1930” both in the jewelry and 
other exhibits. 

Today in Paris, the most notable ex- 
hibition of artistic modernism of the 
present day is that of A. Grebel and his 
exhibition at 36 Avenue Junot, Paris, 
recently attracted visitors from all parts 
of the country, among whom were many 
manufacturers. 

It is needless to say that Mr. Grebel’s 


By LEON MISIRIAN 


creations have brought new life into the 
jewelry industry both in America and 
Europe. His painting in oil expresses 
a delightful artistry both in subject and 
treatment and this is also true of his 
sculptures in granite, marble and in 
bronze. An example of the latter was 
the impressive and interpretive por- 
trait study of a native Egyptian youth 
in granite, though there were many 
other interesting studies on the same 
line. 

In the jewelry exhibit, one of the 
most striking pieces of the exhibition 
was a pendant especially designed for a 
single pearl. It had a background of 
blue lapis-lazuli with a strip of yellow 
gold in the center to secure the pearl 
and a loop above. On each side of the 
pendant was a strip of paved plain white 
gold. The whole effect was simple, yet 
decorative. This pendant is the piece 
that won the first prize in the exhibition 
at Antwerp, Belgium. 


There were also many other pieces of 
fine platinum jewelry designed by Mr. 
Grebel as well as countless numbers of 
designs for platinum jewelry created 
both by this artist and his students. 
These designs are carrying knowledge 
of modern art in jewelry to all parts of 
the world. 


In addition to the real jewelry shown, 
considerable interest was excited by some 
plaster models in full sizes showing pen- 
dants, brooches, rings, sections of brace- 
lets and watches for ladies and gentle- 
men. These are being used in some of 
the technical schools in Paris as ex- 
amples for study in the advancement of 
fine art in jewelry making. 


Mr. Grebel’s art, it should be men- 
tioned, has brought him recognition as 
a painter and sculptor as well as a crea- 
tor of some of the most interesting meth- 
ods and original ideas in the art of 
craftsmen. 


Smugeling and the Tariff" 


How the American Jeweler Can Meet Competition of the European Competitor 


Under the new tariff jewelers of the 
United States find themselves in an ex- 
cellent position to compete with jewelers 
abroad for the American trade. The fact 
that a duty of 20 per cent was formerly 
imposed on uncut stones. has been an ex- 
cellent talking point for the salesmen in 
jewelry stores abroad. The tariff has 
been reduced 10 per cent while a luxury 
tax of 6 per cent remains in France. 
The present tariff is in effect only 4 
per cent or the regular 10 per cent less 
4 per cent, which is a trifling advan- 
tage. The French salesmen are gener- 
ally recognized as the most skillful in 
the world in making individual sales, and 
have formerly made the most of this 
situation. The average customer is ig- 
norant of actual conditions, and permits 
himself or herself to be persuaded by the 
plausible gentlemen on the Rue de la 
Paix. Immense sums of money have been 
spent abroad, especially in Paris, for 
jewelry which may now be diverted to 
merchants at home. 

The American visitor to Paris has 
often bought jewels and paid the luxury 
tax of 6 per cent and then found himself 
facing a duty of 80 per cent which is 
collected by American customs officers 
for mounted jewelry. The temptation 
to smuggle the jewelry is very great and 
the plan is commonly adopted. The buyer 

*National Association 
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may again make his purchases, and have 
them sent to the steamer. In this way 
he saves the 6 per cent luxury tax, 
which is not imposed on goods for ex- 
port. Still another plan is to purchase 
jewelry from a responsible jewelry house 
abroad and have it sent to a responsible 
house in America. The luxury tax is 
thus saved. The stones may he shipped 
separately and mounted in the United 
States, making possible an important 
saving in the tax on mounted jewelry. 
The situation regarding border coun- 
tries is a serious one to the trade in 
America. Everyone crossing the border 
from Canada, for example, is permitted 
to bring in $100 worth of goods free of 
duty. When it is considered that 
7,500,000 automobiles went into Canada 
last year the possibilities of smug- 
gling, it will be seen, are enormous. 
Diamonds pay a 5 per cent sales tax in 
Canada. Canadian jewelers have ad- 
mitted freely that diamonds rarely pay 
duty. This situation faced by jewelers 
in American cities near the border of 
Canada or Mexico is admittedly serious. 
In the opinion of experts who have 
studied the situation, more jewelry has 
been smuggled into the United States 
in the past five years privately than by 
professional smugglers. The situation is, 
however, improving. The new tariff 
will be of great assistance. The penal- 


ties have been increased. A _ person 


caught smuggling is now forced to pay 
the 80 per cent duty and an additional 
100 per cent. ‘There is wide publicity 
for the smuggler and attending disgrace. 
The jewelers and the Government agents 
have never been so vigilant as they are 
today. 

The situation could be greatly im- 
proved if the jewelers themselves 
throughout the country would assist the 
Government and the protective agencies 
in running down the smugglers. The 
jeweler is in a position to gain inval- 
uable knowledge, which will assist the 
authorities. Those who have bought 
jewelry abroad and smuggled it into 
the country are likely to visit the local 
jeweler to have their gems appraised or 
repaired or to discuss them. The jeweler 
knows his local situation intimately. 
From long experience in the community 
he knows what people are likely to buy 
jewelry abroad, and the nature of their 
purchases. If he will give such infor- 
mation confidentially to the protective as- 
sociations, it would be a simple matter 
to detect and punish the offenders. 
The jeweler, meanwhile, is perfectly pro- 
tected. The authorities will consider 
such information strictly confidential 
and will not disclose the name of the 
jeweler who assists them. With the co- 
operation of the local jewelers through- 
out the country, the private smuggling 
can be quickly and materially reduced. 
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Sent to Prison 


Former Government Appraisers Must Serve 
Terms on Charges Growing Out of 
Watch Smuggling Operations 

Samuel Stansfield and William Gilroy, 
former appraisers in the dish division 
of the Appraiser’s Stores of the Port of 
New York, who recently pleaded guilty 
to indictments charging them with con- 
spiracy to defraud the Government and 
the acceptance of bribes, were sentenced 
July 30 by Federal Judge Henry W. 
Goddard to serve a year and a day each 
in the Federal penitentiary. These two 
men in pleading guilty admitted their 
complicity in the watch smuggling oper 
ations of Paul Rabkin, Sol Rubman and 
Joseph Y. Perelman, members of the 
Superfine Watch Co., who are now serv- 
ing prison terms at Atlanta. 

Judge Goddard, in handing down the 
sentences gave warning that any fur- 
ther offenders would be dealt with more 
severely. 

The trial of Samuel Weisman, jeweler, 
and Louis Poller, truckman, alleged to 
have been implicated in the activities of 
another smuggling ring, the principal 
characters of which have already pleaded 
guilty and been sentenced, will probably 
proceed in the near future after being 
postponed for two months, pending a 
decision to be handed down in the Court 
of Appeals. A motion had been made 
by the defense that certain papers in the 
possession of the prosecution should be 
ordered returned to the accused men. 
This motion was granted by Judge Cole, 
but when the prosecution brought the 
case before the Court of Appeals, the 
decision was reversed by Judge Learned 
Hand in an opinion handed down by him 
last Monday. 





Window Smashers Escape with Loot 
from Philadelphia Store 

PHILADELPHIA, Aug. 4.—One of 
boldest cases of window smashing 
corded here marked the robbery of one 
of the display windows of Tappin’s 
jewelry store at 1208 Chestnut St. early 
one morning recently by three armed 
men. Arriving in an automobile the 
trio stopped in front of the store and, 
ignoring the presence of several work- 
men relaying a trolley track near by, 
calmly smashed the double window con- 
taining watches and other jewelry. 

When the workmen, attracted by the 
noise, ran to the store, one of the thieves 
covered them with a revolver and or- 
dered them to stand still while his com- 
panions reached in and scooped up the 
jewelry, stuffing as much as possible into 
their pockets. Then they ran for their 
car, while their companion continued to 
cover the workers. 

The robbery happened about 3 a. m. 
and aside from the presence of the trol- 
ley workers, no one else appeared on the 
scene. The robbers were in such haste to 
reach the car that they dropped some of 
their loot on the sidewalk, but did not 
stop to pick it up. Instead, the other 


the 
re- 
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two drew pistols and covered the work- 


men. Then they started the car and 
fled westward. 

The workmen gave the alarm but the 
police could not find trace of the thieves. 
They escaped with about $600 worth of 
loot, having dropped fully as much more 


in their haste. 





Cc 3 


Thief Grabs Rings 





Escapes with Loot 
$10,000 from 


Store 


Supposed Customer 
Worth Boston 


Jewelry 


Boston, MAss., Aug. 1.—A sneak thief 
snatched up a tray of 12 diamond and 
platinum mounted rings from a counter 
in the store of Bigelow, Kennard & Co., 
West St., this afternoon and dashed out 
of a side door, vaulted over the hood of 
an automobile outside and disappeared in 


the crowd before anyone had time to 
raise a cry. The rings were valued at 
$10,000. 

The thief, who is described as about 


25 years of age, nearly six feet. thin, of 
light complexion and clad in a gray 
suit, entered the store, and approaching 
a clerk, Henry A. Kirby, asked to be 
shown some platinum and diamond rings. 
This Mr. Kirby did and the man then 
asked the clerk to take the size of his 
finger for a ring. Just for a second Mr. 
Kirby was caught off his guard as he 
bent down to get a measuring stick from 
under the counter. In a flash the thief 
grabbed the rings and bolted. Mr. Kirby 
was so surprised that he failed to shout 
before the man got away. 

The robber had visited the store twice 
before, apparently to get his bearings 
before committing the theft. The police 
are investigating. 








Two Salesmen for New York Jewelry 
House Robbed in Philadelphia 
PHILADELPHIA, Aug. 4.—Cary Feith 
and Louis Fried, two salesmen for a 
New York jewelry house, reported to the 
police last Friday that their car, left 
parked at Walnut and 9th Sts., had been 
looted of jewelry valued at $6,700. 






































The salesmen stated that they had 
a | 
sare! | 
| 
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locked the car while they went to the 
Benjamin Franklin Hotel to obtain othe: 
goods they had left in their room there. 
When they returned they found the car 
apparently locked and its contents un- 
disturbed, but when they reached the 
jewelry store near Sansom and Juniper 
Sts., where they had an appointment, 
they found the sample cases had been 
opened and their contents 
consisting most!y of watches and mount- 
ings. 

How the cases iS a 
mystery, but police believe they had keys 
that fitted and that as usual in such rob- 


strippe d of 


thieves opened the 


beries here, the salesmen had_ been 
“trailed” until a favorable opportunity 
presented itself to open the car. Police, 


it is said, were given to understand tha 


the stolen goods were insured. 


rt 
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Danville, LL. Jewelry Store Suffers 
Fire Damage 
DANVILLE, ILL., Aug. 4—The Faris 


jewelry store, adjoining the Ike S. Levin 
store, Main and Jackson Sts., which was 
swept by fire last Friday afternoon, suf- 


fered nearly $4,000 damage to stock 
from smoke and water, according to 
C. V. Faris, proprietor. 

It was first believed that the Faris 


] 


loss, due to the fire, would be slight but 
examination of silverware and other ar 


ticles showed heavy damage. 








Trophy Selected for Race Between 
Yacht Defenders 

NEWPORT, R. I., Aug. 2.—The New 
port cup, to be offered as a trophy for 
a race of the defenders of America’s 
cup, has been selected by the committee 
and is a handsome and worthy example 
of the silversmiths’ art. It will be pro- 
vided by Howard & Co., 202 Bellevue 
Ave., this city, and is a piece of old En- 
glish craftsmanship. 

Made in England in 1773, more than 
a century and a half ago, the cup is urn 
shaped and has two handles. It is of 
plain surface with heavy gadroon edges. 
It stands on its own bottom and is 16 
inches high. It is round in form and its 


America’s 








cover is surmounted with a bunch of 
grapes. 
Appraisal of the real and personal 


property of the late Fred J. Dorn, jewel 
er, Buffalo, N. Y., who died early last 
January, discloses an estate of $107,- 
806.95. This consists of $1,721 real 
estate; $37,624.60 cash; $150 persona! 
effects; $1,446.87, mortgages, notes and 
accounts; $800 insurance; $6,071.50 


stocks and bonds, and $59,882.88, busi- 
ness interests. Funeral and administra- 
tion expenses and debts are listed at 


$10,659.44, leaving a taxable balance of 
$27,147.41. The beneficiaries are: Car 

lyn Dorn, widow, $40,614; Bessie Stein 
born, daughter, $25,766.71; Irene O’Dea, 
daughter, 5,766 Fred Steinborn, 
grandson, $2,000; Lillian Stewart, Cleve 
land, $2,000; Harold Barmuth, Buffalo, 
$500; H. Dorn Stewart, Cleveland, $500. 















Death of O. B. Lindner 


New HOLSTEIN, WIs., Aug. 4.—O. B. 
Lindner, local jeweler, died at a sani- 
tarium in West Bend, Wis., at the age 
of 57 years. Funeral services were held 
Tuesday, July 29, at the family residence 
with interment in Holy Rosary Ceme- 
tery. 

Mr. Lindner was born in Calumet, Wis. 
As a young man he went to South Bend, 
Ind., and later to St. Paul, Minn., where 
he learned the jewelry and watchmaking 
business. Following his marriage in 
1904, he established a jewelry store at 
St. Ann, Ill., which he operated for three 
years. Twenty-three years ago he came 
to New Holstein and established the 
jewelry store which he had operated ever 
since. 

Surviving are his widow, a son and a 
daughter. 


Lemuel D. Stebbins 


MILWAUKEE, WIs., Aug. 4.—Lemuel 
Dibble Stebbins, for nearly 40 years a 
jeweler in this city until his retirement 
in 1910, died at his home in this city, 
last Thursday, at the age of 89 years. 
Funeral services were held Saturday, the 
Rev. Francis J. Bloodgood officiating. 
Burial was in Forest Home Cemetery. 

Born in Bethel, Conn., Mr. Stebbins 
came to Milwaukee in 1870. He was a 
member of the Old Settlers’ Club and St. 
Paul’s Episcopal Church. 

Mr. Stebbins is survived by two sons. 


Jewelry and Watch Concerns Stipu- 
late to F. T. C. That They Will 
Stop Misrepresenting Their 
Products 


WASHINGTON, D. C., Aug. 5.—Two 
manufacturers will cease misrepresent- 
ing the quality and value of their prod- 
ucts, according to stipulations entered 
into between them and the Federal Trade 
Commission. 

The markings “14-K.” or “12-K.” and 
the words “rolled gold” will not be used 
in the future by a manufacturer of imita- 
tion diamond jewelry and watch cases 
to describe his wares in a way that 
would imply or have the capacity to de- 
ceive buyers into believing that the arti- 
cles are manufactured of 14 karat gold 
or 12 karat gold, or that the watchcases 
are made in accordance with the specified 
standard of not less than three one-thou- 
sandths of an inch thickness of gold on 
the outside of the cases and not less than 
one one-thousandth of an inch in thick- 
ness of gold on the inside of the case, 
when such is not the fact. 

Another corporation manufacturing 
watch parts in Switzerland and import- 
ing them into the United States for as- 
sembly there into watches, will no longer 
advertise so as to imply that the watches 
are set with emeralds or sapphires, when 
such is not the fact. 

The names of these two corporations, 
in accordance with the usual rules of 
the Commission, have been withheld from 
publication. 
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Death of William Scheer 


Pioneer Manufacturing Jeweler Succumbs at 
His Long Island Home 


William Scheer, president of William 
Scheer, Inc., 9 W. 45th St., and for 59 
years a manufacturing jeweler of New 
York, died on Wednesday evening, July 
30, at his home, 205 Beach 73rd St., 





THE LATE WILLIAM SCHEER 


Rockaway, N. Y. He was 83 years old 
at the time of his death and had been 
retired from active business for the past 
13 years. The funeral was held last 
Saturday from the late home with burial 
in Evergreen Cemetery. 

Mr. Scheer was born in Germany on 
June 29, 1847, and came to this country 
at the age of 15, settling in the vicinity 
of Cincinnati where he learned the jewel- 
ry trade as an apprentice. In 1862 he 
came to New York and was employed 
by several manufacturing concerns until 
1871, when he went into business for 
himself. The concern has been at its 
present address since its incorporation 
in 1916 with Mr. Scheer as president. 
Prior to that it was for 14 years located 
at 542 Fifth Ave., and before that at 
17th St. and Broadway. 

The three sons of the deceased jeweler 
have all been associated in the business 
for many years, Robert Scheer entering 
it in 1900, Otto Scheer in 1902 and 
Walter Scheer in 1908. The sons will 
continue the business as_ heretofore 
under the same policies as were esta- 
lished by their father. 

Mr. Scheer was known throughout the 
country as one of the pioneers of the 
jewelry industry and his loss will be 
keenly felt by a large number of promi- 
ment manufacturing jewelers who 
learned the trade under his guidance. 

He was for the past 40 years active 
in developing real estate on Long Island 
in the vicinity of his home, and prior to 
the annexation of Arverne to the City 
of New York, he was Mayor of that 
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village. He was a member of the Rock- 
away Lodge of Masons and belonged to 
several of the old jewelers’ organizations 
no longer in existence. His favorite 
pastime was fishing. 

Surviving are the widow, three sons, 
and two daughters. 


David A. Robinson 


PROVIDENCE, R. I., Aug. 2.—Search for 
David A. Robinson, 42 years old, a 
wholesale jeweler and former manufac- 
turer, of 32 Princeton Ave., this city, 
whose disappearance was reported in 
these columns last week, ended a few 
days ago when the police of this city 
received word that his body had been 
recovered in Lake Champlain, near Belle 
Isle, Vt. It is understood that Mr. 
Robinson was accidentally drowned. 

Mr. Robinson became president of the 
Robinson Jewelry Co., Inc., in 1917, and 
was made treasurer five years later. In 
1922 he became interested in Heller & 
Co., manufacturing jewelers, as_ secre- 
tary but withdrew a year later. For 





several years Mr. Robinson had con- 
ducted a wholesale business from his 
home. 


He is survived by his widow and five 
children. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 
reported for the past week: 


Selling Price 


London U.S. Gov’t New York 

Date Official Assay Bars Official 
July 29.... 16% 37 3456 
e Gees 7Ee 36% 34% 
?: | Secale: ae 37 3456 
AM: Leone 36% 34% 
- Zecne 26% 365% 384% 
4.... Holiday 365% 34% 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended Aug. 2, 1930 
The U. S. Assay Office reports: 
Gold bars exchanged for gold 


AM saree er cca ee $266,044.54 
Gold 1 





$277,466.03 
Of this, gold bars exchanged for gold 
coirs are reported as follows: 


Date Exchange 

Pe Mee Macks uo ee he kw ee cea bls $51,164.81 
is ce et Siac sb wo ee eta e we 35,981.26 

Ps hee ae we ede 46,746.52 

Bais a Sti hes Wek elk aed ie eae 15,709.09 

a ree rT oT eee 66,429.53 
_ Pe er ee Ree pele ela 20,013.33 

J) ae oe $266,044.54 








The Bureau of Foreign and Domestic 
Commerce reports that a concern in 
Tegucigalpa, Honduras, is seeking the 
agency for watches and clocks. Addi- 
tional details can be obtained by writing 
to the Bureau at Washington, D. C., and 
mentioning file No. 46884. 








There is an apparent discrepancy at this point. 


The pages are either missing or the pagination is incorrect. 


The filming is recorded as the book is found in the collections. 
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William Haseltine & Son, Kokomo, Ind., maintain an attractive gift section, which is 
separated from the front part of the store by a latticed archway 
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TACH PIECE MARKED 
WITH THE NAME 


HAWKES 


Quite the Vogue 


This display easel printed 
in silver supplied to deal- 
ers selling Silver Hostess. 








/ULVER- 
HO/TEY 
/TEMWARE 
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Promote the Sale of Gitts 


Y utilizing the historical and romantic back- 
ground of the location in which their store is situ- 
ated, Williams & Co., jewelers at Wolfville, Nova 
Scotia, have hit upon a novel idea to advertise and pro- 
mote sales in their gift section. Public interest is 
aroused in Wolfville by the fact that it is only a few miles 
distant from the quaint little village of Grand Pre, 
which played such a prominent role in that beautiful 
poem “Evangeline,” written by Henry Wadsworth 
Longfellow. 
It might be interesting to recite just a little of the 


history of the “Land of Evangeline” before describing 
how the Wolfville jewelry concern uses this back 
ground to promote its business. It was at Grand Pre 
that the Acadian girl Evangeline was separated from 
her lover Gabriel when the English loaded the Aca- 
dians on vessels three centuries ago and distributed 
them over the Atlantic seaboard, from what is now 
Massachusetts to Louisiana. Wolfville is on the Bay 
of Fundy and in the heart of the “Land of Evangeline.” 

To arouse interest in this historical section of Nova 
Scotia, and at the same time to advertise their gift 
department, Williams & Co. have established in their 
store what they style a “Tourist Information Bureau.” 
A booth has been set up in the store where a member 
of the staff is in charge. All the literature on the 
“Land of Evangeline” that is available is stocked in 
the booth. This literature is obtained by the firm from 
the Nova Scotian government and the provincial and 
district tourist associations. To this literature is 
added descriptive matter distributed by the Dominion 
government, railways and steamship lines. 

This “Land of Evangeline,” so rich in historic and 
poetic lore, is graphically described and illustrated in 
many of the booklets obtainable at the Williams store. 
To augment all this information every member of the 
staff of Williams & Co. is qualified to give any data 
on this historic spot which a customer seeks. Upon 
a visit to the store customers are told what historical 
sites they should visit and how to reach these points 
of interest. Complete tours of the section are sug 
gested, and visitors are also told about the condition 
of the roads leading to the interesting points. 


As a tie-up with all this interesting background, 
Williams & Co make a specialty of handling appropriate 
gifts to serve as souvenirs of the “Land of Evangeline.” 
These gifts include, among other things, replicas in 
miniature of the famous Evangeline statue, which is 
the most ornate and largest in the provinces by the 
sea. They are made of metal, leather, wood, and sev 
eral other materials. There is also to be seen in the 
gift department pieces of crockery on which scenes 
of the expulsion of the Acadians have been painted. 
Likenesses of Evangeline and Longfellow have also 
been placed on various articles, some of which are 
purely ornamental, while others are practical and use- 
ful. 

Amethysts produced in this section have, likewise, 
been made into suitable souvenirs and are offered for 
sale as gifts, being made and sold on this historical 
spot in Nova Scotia. 

The United States abounds in history, and what this 
Canadian concern has done can be repeated by jewelers 
in this country, particularly those maintaining gift 
An idea of this kind can be readily spon- 
sored by a jeweler, and as a consequence will not only 
serve to promote public interest in the historical signi- 
ficance of that part of the country on which emphasis 
is placed, but at the same time advertise the store 
from which the historical data emanates. 

Williams & Co. do not confine the distribution of 
their literature on the “Land of Evangeline” to per- 


sections. 
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sons who visit their store. A caller at the Williams 
establishment is usually requested to give the names 
of friends who would be interested in receiving book- 
lets or pamphlets distributed by the firm. By this 
method the firm accomplishes a two-fold purpose: 
First to secure a comprehensive mailing list, and sec- 
ondly to advertise the store and the section of the 
country in which it is located. It is, therefore, only 
natural for most people visiting Nova Scotia to inspect 
the William concern’s gift department if they are 
searching for a lasting reminder of their journey to 
the “Land of Evangeline.” 
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Vn : ee Gladstone Design Tea Set No. 0339. Electro Plated Manufacturers of: \ 
The English motif in on Nickel Silver. Butler Chased Finish. Capacity, onl Colesed 


~~ Crystal 
home decoration is re- Coffee, 5 half pints; Tea, 4 half pints. Sugar, Cream. _@: 7 
rs (Gold lined) No. C0162. 22 in. Waiter. Glassware—Silver-plated 


flected in the new lS i 


Gladstone Tea Set 


which retails in the THE PAIRPOINT CORPORATION § ““P5_—, Trophies 


$125 range. NEW BEDFORD, MASS. Arts — Lamps. 


43-47 W. 23rd St., New York 228 Coristine Bldg., St. Nicholas St., Montreal, Canada 150 Post St., San Francisco 





























A Solid Pewter 
Coffee Service 
for 88.50 


. a set designed to sell at an 
excellent profit, with material and 
workmanship of the finest. The 
medium size of the coffee pot makes 
it possible to sell the service as a 
tea set if occasion demands. The 
matching sugar bowl and creamer, 
together with the coffee pot, fit 
neatly into the special indented 
tray. Your order for No. 3220 
will receive our immediate attention. 
M. W. Carr & Company, Inc., West 
Somerville, Mass. New York Sales- 
room: Philip E. Ebb, Room 516, 
Fifth Avenue Bldg. Pacific Coast 
Salesrooms: Sunderland & Miller, 
Inc., Title Guarantee Bldg., Los 
Angeles; 153 Kearney St., San 
Francisco, Cal. 


New York Art-in-Trade Show National Gift & Art Association 
August {8th to 29th August 25th to 29th *% * 
Rooms —s. ae Yorker Room 1017, Adelphia Hotel ad i?’ la 
ote . 2 
New York City Philadelphia, Pa. 


—=—_v—VV—“_TENS GIFTS OF CHARACTER IN METAL 























August 7, 1930 


THE JEWELERS’ CIRCULAR 


Seasonable Suggestions 


or Summer 


ANY summer thirsts will still have to be 


quenched before the “frost is on the pumpkin’”’ 

and jewelers who find themselves running low 
on accessories for iced drinks should not hesitate to 
replenish their stocks. Glass is brittle and the break- 
age must be replaced, for hostesses are as particular 
to have their September parties quite as smart as their 
July social affairs. 


Stemware embel- 
lished with an 
exquisite design 


When beverage shakers and the necessary glasses 
are sold to certain customers, it would be a good plan 
for the jeweler to follow up these sales, within a rea- 
sonable length of time, by writing to these customers 
asking them if they would not care to order an extra 
dozen cocktail glasses to replace the broken ones and 
to provide against any future catastrophes. 
sets also suffer during the summer season, as do gob- 
lets and other stemware items as well as salad plates 
and bowls so much in use during the warm weather. 

A well thought out letter, urging customers who have 
made previous purchases of glassware to place an or- 
der now for replacements, should prove profitable. This 
would not only increase the jeweler’s turnover in this 
class of goods but will serve to show his customers that 
the writer is anticipating their wants. 

Make the reordering as easy and simple as possible 
for the customer. A return postal card or order blank 
and return envelope should accompany the letters the 
jeweler writes, especially those sent to customers liv- 
ing at country places who often find it difficult to go 
into town. 

Jewelers should be reminded that manufacturers 
will pack and ship orders direct from the factory, re- 
lieving the former of all trouble in this respect. 

The accessories for the table at this time include 
salad dressing bottles with salt and pepper shakers so 


Iced-tea 


The apple blossom is the motif for this glassware 


that guests may season their salad to taste. There 
are also pulverized sugar sifters for fruits. These are 
made with sterling silver tops on pure crystal glass 
containers exquisitely decorated and engraved. 

Jewelers should always bear in mind that after all 
stemware is the basis of all table glassware and ac- 
cessories and this should harmonize with the motif or 
design applied to the stemware. They should also re- 
member that glass ware is a staple line of merchandise 
that brings customers in repeatedly to replace breakages 
and buy additions to their supply. This all means more 
opportunities to inspect the other stock carried by a 
jeweler and consequently creates more opportunities 
to make sales. 


Table accessories in 
glass mounted with 
sterling silver tops 
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This 
Viennese 


Goblet 


is one of a service 
done with a Span- 
ish Red bowl dec- 
orated in Gold on 
a bright, Crystal 
stem. The wealth 
of color and har- 
fe monizing decora- 
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| | 
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tion is appre- 


| 


| 

| 

| _ ciated only when 
| i > seen in glass. 
| | Pa aat ta Wonderful mer- 


INSEPARABLE— 


The Pickard trade mark and high-grade gold china go al a day season. 
hand in hand. Every piece of Pickard china has been uZ anak 
coated with at least 2 applications of as pure and 
heavy a gold as it is possible to apply—and more gold 


means longer wear. Look for the trade mark 


MORGANTOWN GLASS WORKS 


PICKARD, INC. | | Morgantown - - - W. Va. 


4853 RAVENSWOOD AVE., CHICAGO, ILL. HT | Our representatives cover the country. 














Beverage Glasses by Pavel 
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“There’s Romance in Every Sip from 


A PAVEL GLASS” 


Aside from this, there lies a good deal of 
profit to the jeweler, in each sale of “Pavel” 
Glasses. 


GLASSWARE for your table Send for Our Illustrated Leaflets 
| HE exquisite lead blown stemware by Heisey, with F. PAVEL & CO. 


etching 447, examples of which are illustrated here, . ‘ 2 

has been given enthusiastic reception by those who ~— a 15 W. 37th ST. — 
know glassware. The items shown are No. 3380 wine, eyes NEW YORK Zao 
goblet and parfait. This etching with its delicate Czecho-Slovakia 8791 
chrysanthemum motif is known as the Empress Pattern. 
Exactly what your most careful patrons demand, com- 
plete table services may be had in this design, in crystal 
and four colors. 


A. H. HEISEY & CO., Newark, O. 
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Representative 
MARY RYAN CHICAGO 
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Seen in the Gift Mart 


YIFTS are always acceptable and the group 
illustrated on this page represents just a 
few of the many new items being shown 
now by manufacturers and importers. While 
gift giving occasions are rapidly increasing 
among the public, that same public is particular 
in what it wants and often becomes quite “fussy.” 
A jeweler who studies the wants of his customers 
and prospects, and then selects his gift merchan- 
dise accordingly, will profit. 

Any man should be attracted by this ash red yor gmianagtonign wraps cntieng-utiag _ 
tray, made of heavy metal, bronze plated. showing of their gift goods to change their dis- 
Fitted with a removable glass tray it sells plays frequently. Persons accustomed to visit- 
for $12 ing certain stores soon tire of looking at the same 
items, so for this reason jewelers should keep 
their gift merchandise looking fresh and invit- 
ing. Gifts attractively displayed and bearing 

price tags plainly marked are readily sold. 


Here is a hand hammered 

flower bowl of Danish pew- 

ter. It has a perforated in- 

sert tray for holding flowers. 

This bowl and tray retail fo 
$7 


This beverage set, including shaker, decan- 

ter, glasses and tray, is made of light, 

finely cut glass. Each piece is mounted 

with sterling silver enameled in various 
colors 


Left —This pewter lamp 
mounted with a parchment 
colored silk shade possesses 
real charm. The lamp sells 
for $20 and the shade for $15 


A transparent pale green decanter of Ital- 

ian hand made glass and glasses to match. 

The decanter retails for $7, while the larg- 

est of the three sizes of glasses sells for $3 
each 
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Now Come the Gilt Shows 


Jewelers Should Plan to Visit These Interesting Exhibits 


HE vast number of jewelers who have attended 
gift shows held in various parts of the country 
within the past few weeks is an indication that 
many retailers are fast coming to realize that the gift 
department is an important factor in their business. 
Jewelers are also realizing the fact that the public is 
becoming more and more “gift conscious,” and in the 
face of these conditions it behooves every wide awake 
retailer to take cognizance of this growing custom and 
to reach out for some of this business which is not only 
dignified but profitable. 


7 


This week visitors to Chicago are flocking to the 
Stevens Hotel, where the Gifts, Artwares and Novelties 
Association is staging one of the finest events in its ex- 
istence. It is being predicted that jewelers from all 
parts of the country will view the hundreds of exhibits 
being made by manufacturers and importers. In 1929 
about one-third of the visitors to the gift and artwares 
show at Chicago were jewelers, and it is expected that 
when the attendance records of this last show are 
checked they will show even a larger registration of 
jewelers. This show opened last Monday and will close 
on Saturday. 

There are several more gift shows to be held before 
the summer and fall seasons are ended. The general 
belief that business is on the up-turn is leading many 
of the manufacturers and importers to make special 
preparations for elaborate and attractive displays at 
all these shows. 


As reported in these columns several weeks ago, the 
gift and art shows held last month in San Francisco 
and Atlanta, Ga., were outstanding successes, and were 
well patronized by jewelers. 


Two of the outstanding shows of the season will be 
held this month in New York. One of these events 
will be sponsored by the National Gift and Art Associa- 
tion, whose members will display hundreds of attrac- 
tive and useful gift items at the Hotel Pennsylvania. 
This show will open on Aug. 18 and will continue until 
Aug. 22. The other event will be the Art-in-Trade 
Show, which will take place at the New Yorker Hotel. 
This exhibit will also open on Aug. 18, but will not 
come to a close until Aug. 29. 

On the day the New York exhibits are thrown oren 
to the visiting buyers, the Kansas City (Mo.) Gift 
Show will be opened at the Hotel Baltimore, where it 
will continue for the remainder of the week. Invita- 
tions have been sent to 6000 dealers throughout the 
territory in the vicinity of where this show is to be 
held. This will be the seventh annual exhibit made in 
Kansas City, and from inquiries received by the show 
manager it is indicated that a large number of buyers 
will be on hand to make their purchases for the fall 
and winter seasons. It is understood that all of the 
exhibitors of former years have reserved space, and 
many have taken additional space this year in view of 
the fact that they are showing new lines. Quite a 
number of new dealers are also making exhibits at this 
show. 

The Philadelphia show of the National Gift and Art 
Association will open in the Hotel Adelphi on Aug. 25, 
and will close on Aug. 29. 

Moving to New England, the Associated Eastern Ex- 
hibitors will sponsor a show at the Statler Hotel in 
Boston, from Sept. 8 to Sept. 12. On the same dates 
the National Gift and Art Association will hold forth 
at the Copley Plaza Hotel, also in Boston. 


Studying Gift Department Competition 


F the gift department of the jewelry store has any 
local competition it is always worth while to carefully 
analyze such departments and see just where they are 
superior, if they are, and to also see just how they are 
different. Here are some questions which help in making 
such an analysis and which, therefore, are of help to the 
gift department manager in operating the department: 
What lines of goods are most played up and how are 
these goods different and how do prices compare? 
How are the goods displayed in these other stores to 
better advantage or to less advantage? 
What points are played up by other gift departments 
which we do not emphasize—color, for instance—and does 
the playing up of these points really help sales? 


What sort of cooperation do the employees in the other 
sections of the store give the gift section in helping sales? 
Do our competitors use more advertising than we do 


or different advertisingf mediums and is this helpful or 


not? If it is helpful, just why is it helpful? 
How do competitors operate their window displays as 


compared with us—are their window displays better, or 
changed more frequently, or what? 


What distinct advantages have our competitors over us? 
And what real advantages have we over our competitors? 

A careful study of this last point with a correspondent 
cashing in more strongly on the department’s real ad- 
vantages, will generally be found of distinct help in 
increasing sales. 
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NEW YORK NOTES 


The E. S. Goldstein Co., diamond im- 
porter, formerly at 93 Nassau St., has 
removed to new quarters at 48 W. 48th 
St. 

Jacob Wax, manufacturing jeweler, 
formerly located at 70 Fulton St., is now 
established in new and better quarters 
at 106 Fulton St. 

Mr. and Mrs. B. Salter of the Salter 
Co., 212 Broadway, announced the recent 
marriage of their daughter, Sarah C. 
Salter, to Harold Shapiro of New York. 

Jesse Block of Block Bros., diamond 
importers, 15 Maiden Lane, returned on 
the Bremen last week from an extended 
purchasing trip to Amsterdam and Ant- 
werp. 


Announcement has been made to the 
trade that the factory of W n S. 
Hicks’ Sons, with offices at 19 Maiden 


Lane, is now closed and will remain so 
until Aug. 18. 

A. Shapiro of A. Shapiro & Son, 48 
W. 48th St., is now enjoying a two 
weeks’ sojourn in the Catskill Mountains. 
He plans to return to the city on or 
about Aug. 8. 

Bertha Adler, jeweler, Cincinnati, 
Ohio, will arrive in this city Aug. 11 to 
remain here for a stay of one week. 
While here she will make her headquar- 
ters at the Hotel New Yorker. 

S. Skolnik, assembler of jewelry find 
ings, is now located in larger and mor: 
convenient quarters in Room 908, 106 
108 Fulton St. Mr. Skolnik was for 
merly established at 121 Canal St. 

Announcement has been made that the 
Permy Co., formerly at 16 W. 22nd St.. 
is now located at 55 W. 42nd St., where 
it will continue to clients and 
friends in the jewelry trade under the 
new name of the Rever Advertising Corp. 


serve 


Morris Goldstein, of M. & I. Gold- 
stein, diamord importers, 48 W. 48th St.., 
sailed for Europe a short time ago on 
the Bremen. While abroad Mr. Gold 
stein will visit the principal diamond 
markets at Paris, Amsterdam and Ant 
werp. 

Benedict J. Freudenheim. of J. Freu 


denheim & Sons, 48 W. 48th St., sailed 
for Europe last Saturday, on the 


Leviathan on a purchasing trip to the 
foreign diamond markets. 


He will visit 
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Antwerp and Amsterdam, and expects 
to remain abroad about two months. 

Fred G. Gruen, head of the Gruen 
Watch Co., Cincinnati, arrived in New 
York last week on the Leviathan. It is 
reported that during his trip to Europe, 
where he has been for the last four 
months, he made a selection of antique 
watches and brought back a number of 
specimens of the 16th and 17th centu- 
ries. 

S. W. Hymes, 9 Maiden Lane, repre- 
senting the Elgin Brun Mill Co., in the 





East, has announced to the trade that 
the Brunswick Mfg. Co. is successor to 
the Elgin Brun Mill Co. In addition to 
the concern’s regular line of cases, com- 
pacts and link buttons, many new items 
will be added, according to the announce- 
ment. 

At a meeting of the creditors of Marc 
Schuman & Co., Inc., 119 W. 33rd St., 
held July 29, an offer of a cash settle- 
ment of 20 cents on the dollar was rec- 
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ommended for acceptance by the 
mittee, which comprised, it is said, 
80 per cent of the creditors. The assets 
are claimed to total about $1,000, while 
the liabilities amount to approximately 
$11,000. 

Joseph D. Little, former manager of 
the downtown store of the Gorham Co., 
but more recently manager of the Ster- 
ling Silver Galleries of the International 
Silver Co., 15 Maiden Lane, left for Bal- 
timore, Md., last week, to assume the 
position of manager of the store and 
factory of the Schofield Co., well known 
maker of sterling silverware, Pleasant 
and Charles Sts., in that city. Mr. 
Little will move later to Baltimore. 

Jacob Gilman, attorney for the Arch- 
duke Leopold of Austria, who is now 
under indictment for alleged participa- 
tion in the illegal sale of Archduchess 
Maria Theresa of Austria’s famous Na- 
poleonic necklace, made public last week 
that he has notified the former Empress 
Zita of Austria and the Archduchess that 
his client will hold them financiaily re- 
sponsible for his arrest last April. Mr. 
Gilman told a JEWELERS’ CIRCULAR re- 
porter that papers in a suit against the 
Hapsburg family charging false arrest 
of the Archduke will be served following 
the disposal of the larceny charge against 
his client. Mr. Gilman also stated that 
he had been given to understand by Dis- 
trict Attorney Crain that the Archduke 
will be placed on trial between Oct. 1 and 
15, regardless of whether any witnesses 
from Austria appear against him or not. 

At a meeting of the committee of cred- 
itors of Jentleson & Kaplan, 15 Maiden 
Lane, last Monday afternoon an offer of 
a settlement was made of 25 cents on 
the dollar; 10 cents in cash and the 
balance in endorsed notes, payable Jan. 
15, 1931, April 15, 1931, and July 15, 
1931. Prior to the meeting last Monday, 
the committee of creditors was appointed 


com- 


which included Louis Whitelaw, of 
Whitelaw Bros.; Maurice Davidson, of 
Davidson Bros.; Joseph Berland; Mr. 
Rothman, of Rothman & Baden; Mr. 


Gregg of Ostby & Barton and Edward 
A. Fisher. The liabilities amount to 
$170,000; $140,000 to merchandise cred- 
itors $30,000 to creditors 
The assets 
$31.- 


receivable, 


and secured 
holding collateral of $80,000. 
are listed at $89,700; 
000 open accounts and 
and $55.000 in merchandise. 

Members of the trade in the vicinity 
of Maiden Lane were grieved to hear on 


$3,700 cash, 


notes 


Monday of the death of William Moore, 
who for over half a century had been a 
well-known figure in that. district. 


Throughout that entire time he had been 


(Continued on page 64) 
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connected with the silver trade in the 
employ of the late George W. Shiebler 
and of late years with his successor, 
L. C. Beardsley, 6 Maiden Lane. Mr. 
Moore passed away at 10 p. m., Monday, 
at his home, 1730 E. 46th St., Brook- 
lyn, where the funeral services were held 
yesterday. The deceased, who was a 
native of Ireland, was 77 years old and 
joined Mr. Shiebler’s firm about 1880, 
when it was in Liberty Place. He re- 
mained with the concern in the manu- 
facturing end until Miss Beardsley suc- 
ceeded it 20 years ago, since which he 
has been with her acting in various ca- 
pacities. He is survived by his widow, 
a son and two grandchildren. He was 
widely known and highly esteemed by 
friends and business associates alike. 

George B. Goldfarb of the George B. 
Goldfarb Co., Oklahoma City, Okla., is in 
this city on his fall buying trip. 

Among the out-of-town jewelers in this 
city is Samuel Gordon, Oklahoma City, 
Okla., who is here to do his fall buying. 

The S. & H. Ostrin Co., Inc., watchcase 
manufacturer, formerly located at 150 
Lafayette St., has moved its factory and 
office to new quarters at 64 W. 48th St. 

M. Schwarzberg, retail jeweler, at 115 
Park Row since 1888, has taken a 10-year 
lease on a store at 852 Eighth Ave. Mr. 
Schwarzberg plans to take occupancy 
early in September. 

The following New York concerns were 
recently granted charters of incorpora- 
tion at Albany: Philip Sloves & Sons, 
jewelry repairing; Da Saol, jewelry; and 
I. Kleiman; Scarsdale, jewelry. 

Victor A. Picard of Victor A. Picard 
& Co., Inc., 7 W. 45th St., returned last 
Saturday on the Berengaria after spend- 
ing several weeks in Europe, where he 
obtained a number of new creations and 
designs for the coming season. 

George Frey, representing the A. L. 
Lindroth Co., and the Plainville Stock 
Co., with offices at 21 Maiden Lane, will 
leave next Sunday on his usual trip 
through the West. This will be Mr. 
Frey’s final trip of the year through this 
territory. 

There will be a meeting of the Execu- 
tive Board of the Retail Jewelers Asso- 
ciation of New York at the Hotel Astor 
tomorrow (Friday) night at 9 o’clock. 
Matters of importance to the trade will 
be dealt with and all members are being 
urged to attend. 

Charles T. Evans, secretary of the 
American National Retail Jewelers As- 
sociation was one of the speakers last 
Tuesday before the convention of the 
National Luggage Dealers Association at 
the Pennsylvania Hotel. Mr. Evans took 
as his subject “The Trade Association— 
What Can I Expect from It and What 
Are My Obligations to It.” 

THE JEWELERS’ CIRCULAR has received 
word that Ganeshi Lall, of Agro, India, 
sailed: for the United States last Satur- 
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day on the Carmania. Mr. Lall is pur- 
veyor of precious stones to many Euro- 
pean courts. Harry Morser, former ad- 
visor to the Governor of Ceylon regard- 
ing pearl fisheries and the production of 
“cultured” pearls, and author of numer- 
ous articles on this and kindred subjects, 
is accompanying Mr. Lall on his trip 
here. 








Daring Sneak Theft 


Supposed Customer Grabs Tray of Rings in 
Newark, N. J., Store and Escapes 
in Waiting Automobile 


NeEwaARK, N. J., Aug. 5.—A tray of 
diamond rings said to be worth approxi- 
mately $10,000 was stolen today from 
the jewelry store of Norbert Bertl, 68 
Springfield Ave., this city, by a man 
who, with several accomplices, escaped 
in an automobile after a wild chase 
through the traffic. This is the second 
time in the past 18 months that the Bertl 
store has been visited by thieves. 


It is reported that a man entered the 
Bertl store this afternoon while several 
companions waited outside in an auto- 
mobile. The stranger asked to be shown 
some diamond rings. The supposed cus- 
tomer snatched the tray of rings from 
the counter and fled from the store, with 
Mr. Bertl in pursuit. 

The thief, reaching the curb, jumped 
into the waiting automobile and sped 
away. A passing automobilist hearing 
the commotion started in pursuit of the 
fleeing car but was soon outdistanced. 

Reaching the outskirts of the city, 
the driver of the bandit car clipped the 
fenders of a city-owned automobile, 
driven by a paving inspector, who 
started to chase them but they escaped. 
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Turnover Order Issued Against Head 
of Sunbury, Pa., Concern 


In a letter sent out last week by Stern- 
berg & Rosen, attorneys, New York, 
creditors of the Henry’s Diamond & 
Watch Co., Sunbury, Pa., were notified 
that an examination of the bankrupt and 
his bookkeeper held last Friday resulted 
in the signing of a turnover order by the 
referee. In this order the bankrupt, 
Henry Marks, is directed to turn over 
$40,000 and on Aug. 15 the first hearing 
on these turnover proceedings will be 
held. 

With the consent of the referee, the 
trustee is continuing both the Blooms- 
burg and Sunbury stores. The trustee 
now has on hand approximately $2,000 
cash. He stated to the referee that he 
questions that the assets now in his pos- 
session will liquidate for more than 
$5,000, according to the letter. 

William E. Devine, representing the 
National Association of Credit Men, 
which is investigating this case at the 
instance of the National Jewelers Board 
of Trade, who has spent considerable 
time in Sunbury investigating this case, 
was present throughout the examination. 
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Sansom Street. Business Mens’ Asggo. | 
ciation Holds Outing 


PHILADELPHIA, Aug. 3.—Members of 
the Sansom Street Business Men’s As. 
sociation, practically all manufacturing 
or wholesale jewelers, to the number of 
200, enjoyed themselves at the fourth al] 
day outing held under the management 
of J. M. J. Costello, diamond merchant, 
The affair took place at Kugler’s Mo. 
hican Club on the shore of the Delaware 
River in New Jersey at a point opposite 
Philadelphia. 

The star feature of the day was the 
ball game between teams designated as 
the “I’s” and the “J’s,” captained re. 
spectively by David Burke and Jack J, 
Fischer. It was a lively seven inning 
game which ended in a 6 to 4 victory 
for the “J’s.” 

While the baseball battle was being 
fought, other members enjoyed them- 
selves with tennis, golf, quoits, and still 
others filled out the time with various 
indoor sports. A dinner was served at 
6 o’clock which brought the day’s activi- 
ties to a close. 








Arbitration Movement Grows 


The outstanding facts in the third an- 
nual report of the American Arbitration 
Association just issued are the linking 
up of trade associations in a unified na- 
tional arbitration system, more than 300 
such trade bodies being listed as partici- 
pating in the work. Another instance is 
the increased use of its tribunals by at- 
torneys, 290 law firms having used its 
services. 


Listed among the organizations par- 
ticipating in the educational work of the 
association and_ identified with the 
arbitration system are the Clock Manv- 
facturers Association of America, Na- 
tional Glass Distributors Association, 
National Jewelers Board of Trade. Also 
associated with the Arbitration Associ- 
ation is the American Association of 
Wholesale Opticians. 

Lucius R. Eastman is president of the 
American Arbitration Association and 
its Board of Directors includes: Jules 
S. Bache, Willis H. Booth, Donald K. 
David, Lee J. Eastman, Michael Fried- 
sam, Harry F. Guggenheim, Hermann 
Irion, Julius Rosenwald, W. H. Vander- 
bilt, C. V. Whitney, F. M. Warburg. 


Mr. Eastman’s report lays particular 
stress upon the necessity for a careful 
preparation of arbitration agreements 
and calls attention to the number of 
appeals being made to the courts to 
vacate awards because technical require- 
ments are not observed. The association 
has issued a “Warning on Arbitration 
Clauses” calling the attention of busi- 
ness men to the losses and inconvenience 
which result from vacated awards, and 
more than 60,000 of these warnings have 
been distributed throughout the country, 
together with instructions as to correct 
procedure for the guidance of the parties 
and the arbitrators. 
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PROVIDENCE 


Williams & Lange, Inc., manufacturers 
of novelty jewelry, 110 W. Exchange St., 
has filed notice at the office of the Secre- 
tary of State that it has changed its 
name to the Williams Mfg. Co., Inc. 


Wilcox, Wetherald, Inc., of this city, 
has been incorporated under the laws of 
Rhode Island to conduct a jewelry busi- 
ness with an authorized capital of 100 
shares of common stock of no par value. 
The incorporators are Howard D. Wil- 
cox, George Wetherald and Harry H. 
Wetherald. 


Frederick A. Angilly, for many years 
with the Gorham Mfg. Co., died at the 
Rhode Island Hospital on Friday as the 
result of a short illness necessitating an 
operation from which he failed to rally. 
He was born in this city 54 years ago 
and on Aug. 11 would have observed his 
40th year with the Gorham Co. Besides 
his widow he is survived by two sons, 
two daughters, his mother and three 
sisters. 

Among the jewelry buyers reported 
in this city and vicinity during the past 
week were the following: Mr. Waxman, 
Waxman, Penner & Levine, Chicago; 
Mr. Mann, Mann Bros., Albany, N. Y.; 
Mr. Levy, Arnof-Levy Co., New York; 
Mr. Jacobs, D. Jacobs Sons Co., Cincin- 
nati; representatives of May Stores— 
Miss Zastrow of St. Louis, Miss Lawler 
of Los Angeles, Mrs. Hannon of Denver, 
Mr. Zipper of Akron, Ohio, Mr. Pom- 





metti of Cleveland and Mr. Daley of 
Baltimore; Mr. Margolin, Princess 
Jewelry Co., Montreal; Mr. Kaufman 


and Mr. Ruderman, Kaufman & Ruder- 
man, Inc., New York; Mr. Levy, Morris 
Levy & Co., Chicago; Mr. Kaskel, D. 
Lisner & Co., New York; Mr. Turk, 
Turk & Lisson, Rochester, N. Y.; Mr. 
Solomon and Mr. Berk, Regent Import 
Corp., New York. 


PHILADELPHIA 


The Berman Jewelry Co., of Wilkes 
Barre, Pa., has been granted a Penn- 
sylvania charter. Harry Berman of 
Kingston filed the petition at Harris- 
burg. 

Simon M. Mell and Annie Hofstein 
have registered themselves under the 
trading act as Buslovich & Hofstein, 
wholesale and retail jewelry, 704 San- 
som St., Philadelphia, Pa. 

All members of the National Whole- 
sale Jewelers’ Association have received 
from national headquarters in Phila- 
delphia ballots for their vote on several 
Suggested amendments to the constitu- 
tion, which were recommended at the re- 
cent national convention in Atlantic 
City. These relate to the change of the 
organization name to the National 











Wholesale Jewelry Trade Association; 
election of three vice-presidents, instead 
of a first and second as now and crea- 
tion of the new office of Immediate Past 
President. 


The proposed constitutional 
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changes will necessarily result in a 
change of Article I of the by-laws to 
conform to them. Returns from the 
ballots are expected shortly. 








ATTLEBOROS 


The J. F. Sturdy’s Sons’ Co., plant 
at Attleboro Falls has resumed opera- 
tions following the shutdown for reno- 
vations and vacation period. 

The L. G. Balfour Co. factory closed 
Friday night for its annual vacation and 
Saturday witnessed a general exodus of 
Balfour workers over auto trails to the 
mountains and the seashore. The officer 
force, as well as heads of departments, 
are to take their vacations at various 
intervals. 











BOSTON 


A charter of incorporation has been 
granted to Robert Heller & Ross, Inc. 
The capital is $50,000, and the incorpo- 
rators are Herbert Heller, Robert Ross 
and Louis F. Rabinovitz, all of Boston. 


The E. Howard Clock Co. has just 
installed a system of electric wall clocks 
in the new Harvard gymnasium. There 
is a timepiece in every room in what is 
considered to be one of the most up to 
date buildings of its kind in the country. 











RICHMOND, VA. 


Gus M. Schwarzschild, vice-president 
of Schwarzschild, who died recently, left 
an estate of $370,580 consisting of $179,- 
530 in personal property and $191,050 
in real estate. The bulk of his estate 
goes to his widow, Mrs. Rae F. Schwarz- 
schild. Mr. Schwarzschild also left some 
$200,000 in life insurance payable to his 
widow and children. This was included 
in the value of his estate as the insur- 
ance passed directly to them at his death. 


Visitors to Monticello, home of ‘Thomas 
Jefferson, will be interested in finding 
that the famous old clock over the en- 
trance door which has not been running 
for years, now marks regularly the time 
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of day. The clock has a double face, the 
hour being read from the hall inside and 
from the terrace. Far out on the 
grounds, the hour can now be heard just 
as it struck in Jefferson’s time. Among 
the recent sightseers at Monticello was 
Joseph A. Mehlbrech, of J. T. Allen & 
Co., jewelers, this city, who keeps in 
order the clocks of the Chesapeake & 
Ohio Railroad. He generously offered to 
put the clock in perfect condition at his 
own expense. For more than a month 
he worked on it before he finally got it 
back in running shape. It has a solid 
steel frame with hard pressed brass 
wheels and is run by weights. On one 
side the weights consist of eight cannon 
balls. On the other, the striking side. 
there are 10 cannon balls. 








Jewelry in Kashmir 


HE Kashmiris are very ingenious 

workers in metal, manufacturing ex- 
cellent weapons such as guns and swords 
and various other articles, but their jew- 
elry specially is entitled to attention, 
the gold and silversmiths of Srinagar, 
the capital, being very clever at their 
trade, producing admirable work, great 
quantities of which, in recent years, 
have found their way into European 
countries, mainly Great Britain. In 
gold they fashion the usual articles of 
jewelry as seen at home; but it is in the 
silver articles they display more of what 
may be termed native taste, all their 
trays, goblets, jugs, tea-cups, scent- 
holders, etc., being chased or engraved 
in divers patterns, more commonly the 
well known shawl one, while some are 
parcel gilt, giving them a peculiar and 
strikingly Oriental appearance. The 
gold they use should be pure, and their 
silver should only contain sufficient alloy 
to render it workable; but of this, in the 
fulfillment of an order, you possess no 
guarantee, even if you had the materials 
worked up under your own eye. For 
they are too often liable to impose on 
strangers and sometimes conceal in the 
mouth particles of baser metal which 
they pass down the blow-pipe they are 
using for incorporation into what is sub- 
sequently sold to you as being of virgin 
purity. 

Any of the articles manufactured in 
silver are sometimes likewise produced 
of similar patterns in pure copper, 
which after arrival home can be electro- 
plated; and so perfectly do such take the 
gilding that, with the exception of their 
weight, it is impossible to distinguish 
them from articles made of richer metal. 

Regarding prices, in case of gold and 
silver work, the ordinary rate for work- 
ing is two annas for every British rupee 
weight, if a simple pattern, and double 
that amount if more elaborate, in addi- 
tion to the value of the metal employed. 

L. C. B. 








Charles P. Gomph, jeweler formerly 
at 140 Genesee St., Utica, N. Y., recently 
moved his store from that address to 
126 Genesee St. 














CHICAGO NOTES 


Mrs. J. W. Fitzpatrick, State-Lake 
building, is spending several weeks at 
Atlantic City visiting with friends and 
enjoying a complete rest. 

Edward Fry, of Edward Fry & Co., 
Jewelry Mart, is making a business trip 
through Wisconsin. He will call on his 
retail jewelry accounts for the next 
three weeks. 

Charles Hess, of A. Hess & Son, 2220 
W. Madison St., and Mrs. Hess, are mak- 
ing an automobile tour through the West 
to California. ‘They will return home in 
about three weeks. 

Henry A. Arens, Chicago manager for 
the American Silver Co., is making his 
semi-annual business trip to the Pacific 
Coast. Mr. Arens will be away for 
about six weeks. 

H. D. Vognild, prominent retail jewel- 
er of Chicago, returned to his duties this 
week, after spending the past two weeks 
at Lake Geneva. Mr. Vognild was ac- 
companied by Mrs. Vognild. 

Tony Nolan, of the Newall Mfg. Co., 
has returned from Georgia, where he 
went on a combined business and pleas- 
ure trip. Mr. Nolan spent some time at 
Lake Buton, Ga., with “Joe” Scheff, of 
Ewing Bros., Atlanta. 

M. Spector, prominent retail jeweler, 
Appleton, Wis., is spending a week in 
Chicago looking over the markets and 
visiting with his brother, Jack Spector, 
diamond importer with offices at 31 N. 
State St. 

Irving Golden, western representative 
for Silbermann, Kohn & Wallenstein, 
New York city, stopped in Chicago last 
week to call on his trade en route home 
from the Pacific Coast where he spent 
about three weeks. 

The H. Weiner Co., formerly the Levi- 
tan-Weiner Co., moved last week from 
Suite 1514, Kesner building to Room 
1304 in the same building, where it has 
secured larger and finer quarters. Al- 
though the firm name was recently 
changed there is no change in the per- 
sonnel. 

Maurice S. Taube, sales director of the 
perfume department, of the Heller- 
Deltah Co., New York, is spending a 
couple of weeks in Chicago combining 
business with pleasure. Mr. Taube wil! 
spend this entire week at the Chicago 
trade show in charge of their booth. He 
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was accompanied on this trip by Mrs. 
Taube and their daughter. 


George W. Chatterton, sales manager 
for the I. Ollendorff Co., Inc., New York, 
arrived in Chicago last Thursday and 
after spending a few days here calling 
on the trade left for other cities in the 
Middle West. Mr. Chatterton just com- 


pleted a business trip to the Pacific 
Coast where he called on the trade for 
a few weeks. 

A. Hirsch & Co., watch distributors, 
35 E. Wacker Drive, announce that Her- 
bert E. Winterberg, has become asso- 
ciated with them. Mr. Winterberg, for 
the past 20 years, was associated with 
Sproehnle, Inc. He will call on his old 
friends through the Middle West terri- 
tory for A. Hirsch & Co., and will leave 
on an extended trip after the Chicago 
trade show. 








KANSAS CITY 


Mr. and Mrs. Arthur Clark are in 
Chicago, having driven there for a com- 
bination of business and pleasure. 

Among the recent visitors in the city 
were: B. A. Strickler, Salina, Kan.; G. 
A. McKinney, Atchison, Kan.; Walter 
Kern, Atchison, Kan., and George Glaser, 
Pratt, Kan. 

Frank Harris, father of H. E. Harris, 
manager of the watch department of the 
C. A. Kiger Co., died in Long Beach, 
Cal., July 22. He had suffered a stroke 
of paralysis two days before his death. 
The remains were brought to Kansas 
City, where funeral services were held 
Saturday, July 26. Mr. Harris is sur- 
vived by three sons and one daughter. 
His wife died several years ago. 

Half of the fifth floor of the Hotel 
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Baltimore has been reserved for the 
jewelry, clock and silverware exhibits 
which will be a feature of the seventh 
annual Gift Show, to be held here the 
week of Aug. 18. All of the Kansas 
City wholesale jewelers and about a 
dozen eastern factories have entered the 
show thus far. Each exhibit will be in 
a separate room but all will be grouped 
so that this part of the show will be 
centered in one division, making the 
jewelry displays more effective and more 
accessible for the dealers who will at- 
tend. Plans for the Gift Show are 
progressing most satisfactorily. More 
effort has been expended in preparations 
this year than ever before and the show 
will be on a more elaborate scale. It is 
believed that present conditions will 
favor a larger attendance in this market, 
than usual, many who have heretofore’ 
gone to more distant buying points hav- 
ing decided to make their purchases in 
Kansas City this year. 








DETROIT 


A. Sinrod, of Sinrod & Walters, whole- 
sale jewelers, is on a trip that is taking 
him to Chicago and Toronto. 

Jacob Segal, of the Jacob Segal Co. 
diamond importer, is on a trip to Cleve- 
land and other places in Ohio. 

The Budd Jewelry Co., Kalamazoo, 
has recently become a Michigan corpo- 
ration. The capital stock is $50,000. 
This company is engaged in both the 
jewelry and optical business. 

William Fenske, president of the 
Michigan Retail Jewelers’ Association, 
is on a trip through northern Michigan. 
He is visiting retailers in the interest 
of the State organization and also in 
the interest of improved merchandising 
methods. 








Announcement has been made that the 
jewelry business established in 1897 by 
the late W. D. Webb at 117 Greenwich 
Ave., Greenwich, Conn., and carried on 
by him until his death, Sept. 10, 1929, 
will be continued under the name of 
W. D. Webb, Inc. The officers of this 
concern are Henry M. Webb, president 
and treasurer; John H. Barrett, vice- 
president, and Philip O. Alley, secretary. 
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LOS ANGELES 


Waldemar Heissman, formerly at 644 
S. Alvarado St., has moved his business 
to 236 W. Second St. 

R. W. Rastall is now located at 4623 
S. Broadway, having moved from the 
4500 block of the same thoroughfare. 

R. A. Hubler, one of the leading jewel- 
ers of Porterville, was in the city last 
week and reported that business already 
is showing a decided increase. 

J. Herbert Hall, Pasadena, was in Los 
Angeles last week, preparatory to aiding 
in the organization of a new jewelers 
social club, in addition to the California 
Gold and Silversmiths Association, of 
which he is president. 

John Ernsting, president of the San 
Diego Jewelers Association, was in the 
city last week and is optimistic at in- 
dications which point to an excellent fall 
and winter business, owing to bumper 
crops and general improvement manifest 
in southern California. 

A. P. Care, president of the Western 
Jewelers Material Association, and vice- 
president of E. W. Reynolds Co., has re- 
turned from the quarterly convention of 
the association, held at San Francisco. 
Mr. Care stated that the next convention 
will be held in Los Angeles, next October. 

Jack Roth, manufacturers’ agent, has 
returned from his late summer trip up 
the Coast as far as Seattle. ‘While 
orders are not as heavy as a year ago,” 
Mr. Roth told a JEWELERS’ CIRCULAR 
reporter, “I really got more business 
than I had expected. Our collections are 
good.” 


SAN FRANCISCO 


Alfred H. Bullion, 717 Market St., is 
now receiving customers in the suite 
next to his former reception room and 
office, The new rooms are compact and 
sunny. Mr. Bullion is calling on cus- 
tomers in southern California. 

Many jewelers attended the wedding 
of Miss Francisca Friend, daughter of 
Mr. and Mrs. S. H. Friend, to M. Jack- 
son, business man of this city and Chi- 
cago. The wedding, which took place in 
the Italian Room of the St. Francis 
Hotel, was followed by a wedding supper 
in the Colonial Room and dancing. 

Things seem to be improving in Salt 
Lake City, according to E. C. McKeen, 
Coast manager for the Waltham Watch 
Co. He has just returned to his office 
here, having visited the trade in Salt 
Lake City where he also enjoyed a fish- 
ing trip near the headwaters of the 
Colorado River. 

Eastern manufacturers’ representa- 
tives visiting the trade here include: 
George A. Fox of the Fox Mfg. Co., Chi- 
cago; Robert E. Kehl,, F. H. Noble & 
Co.; A. Pretzfelder, Bayer, Pretzfelder 
& Mills; J. P. Eppenstein, Elgin Amer- 
ican Mfg. Co.; Jack A. Roth, manufac- 
turers’ representative, and H. M. Teeple, 
Coast representative for the Hadley Co. 

The Newcombs have opened a branch 
office in the Kamm building and are 
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showing many of their gift and art lines 
which they have displayed for several 
years at the Gift & Art Show here, 
from their Los Angeles offices. Norman 
B. Bennett of Norcross Greeting Cards, 
New York, is in charge of the branch 
office. 

Fred L. Lee, Jr., and C. Seeley of Fred 
L. Lee & Co., are making their fall trip, 
covering Portland, Seattle, Spokane, 
Denver, Salt Lake City and Los Angeles. 
They report that business is improving. 
Fred L. Lee & Co., direct importers of 
Oriental crystals are doing considerable 
business, covering the territory as far 
as New York, according to Fred L. Lee. 

Ray Nylan, representative for the R. 
& L. Myers Co. in Honolulu (T. H.), is 
on the mainland for a 30-day stay. He 
says that business in the Hawaiian Is- 
lands is just about the same as in Cali- 
fornia. The new tariff will help the 
sugar planters and both sugar and pine- 
apple crops are showing up very well, 
so Mr. Nylan looks forward to a good 
fall business, as these are the staple 
crops of the Islands. 

Out of town jewelers calling on the 
trade during the past few days include: 
E. D. Edises, Reno, Nev.; M. F. Noack, 
Santa Rosa; Goodie Shaffer, Petaluma; 
W. J. Thomas, Eureka; Earl Bothwell, 
San Jose; J. D. Bennett, San Rafael; 
Arthur P. Care, vice-president, E. W. 
Reynolds Co., Los Angeles; Mrs. Boyd, 
Willows; Mrs. Beard, Monterey; Miss 
Olive Lester with the W. D. James Co., 
Hanford; Mark Wheaton, Monterey; 
Miss Frida Du Common, Watsonville; 
Mr. and Mrs. Frisch, Healdsburg and 
their two daughters. 








Both wholesale and retail jewelers of 
Evansville and other towns in southern 
Indiana report trade holding up quite 
well in view of the business conditions. 
Most of the retail dealers say that trade 
during July was as good as it had been 
during June. They are looking for a 
slight improvement in business after 
Sept. 1. Reports from the rural com- 
munities say money has been scarce and 
that trade has suffered some because of 
the drouth that has prevailed for several 
weeks past in farming communities. 
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SEATTLE 


The Reliable Jewelers at 1107 Third 
Ave. are holding an auction sale prepa- 
ratory to going out cf business. 


Henry Stohlton, display manager for 
Friedlander’s, has been elected finance 
chairman of the executive committee of 
the Seventh Annual Convention of the 
Pacific Coast Association of Display Men 
which will meet here Sept. 22 to 24 in- 
clusive. 


Hans Hansen, Portland jeweler, and 
Jens Hansen, a Seattle baker, celebrated 
their joint 75th birthday in Seattle re- 
cently. This was the first birthday the 
twins had celebrated together for 34 
years. They were 75 years old. Hans, 
who has lived in Portland 25 years, was 
a Wyoming Senator during the period 
from 1903 to 1905. 


The first of what is planned to be an 
annual old fashioned picnic of the jewel- 
ry interests in Seattle took place last 
Sunday at Star Lake. Retailers, whole- 
salers, manufacturers, 2mployers and 
employes in the industry all joined the 
party which was sponsored by the 
Jewelers’ Club of Seattle with Ben 
Bridges, Pike St. jeweler as chairman. 
The Jewelers Club was organized a few 
years ago to create better feeling in the 
trade, to raise standards of ethics and to 
increase the popularity of jewelry. The 
club is planning a style show in con- 
nection with the Northwest Merchants 
and Maritime Exposition this week at 
the Civic Auditorium. 

Undaunted by a crowd of theater- 
goers, two thieves cut a hole in the front 
window of the Hardy Jewelry Co., at 
Fifth Ave. and Pine St., about midnight 
recently, shoved in the glass and escaped 
with about $2,000 worth of jewelry from 
trays in the show window. Between 20 
and 25 watches, several chains and valu- 
able knives were taken, Harry S. Arold, 
president of the company told police 
after a hurried check-up. Detectives 
believed the thieves shoved in the glass 
with gloved hands after using a diamond 
glass cutter on the big window. The 
crash was not heard across the street, 
two witnesses reported. They were un- 
aware that a burglary was taking place 
until they saw the thieves run. Both 
appeared young and well dressed and 
neither wore a hat, they said. The loss 
is covered by insurance, according to 
Mr. Arold. 











After completing its comparative price 
studies in chain and independent stores 
of Des Moines, Iowa, and vicinity, along 
the lines of previous similar studies in 
this city and Cincinnati, the Federal 
Trade Commission plans to conduct com- 
parative studies in several cities yet to 
be designated. Among the points on 
which the Senate has asked the Com- 
mission to report are the extent to 
which chain store consolidations have 
been effected in violation of the anti- 
trust laws if such consolidatior: fall 
without the law. 








LOUISVILLE 


Work is progressing on the new 
Fourth St. store, of Lemon & Son, which 
will be occupied this fall. The store will 
be much larger than the present one. 

Announcement was made recently of 
the granting of a charter by the Secre- 
tary of State at Frankfort, Ky., to the 
Southern Jewelry Co., of Lexington, Ky. 
The capital is $1,000, and the incorpo- 
rators are: George C. Robbins, H. O. 
Porter, C. Byrd West. 

The greater part of $1,200 worth of 
jewelry stolen from the O. G. Wilson 
jewelry store, 318 W. Chestnut St., was 
recovered a few hours later by Louisville 
police, who arrested a 22 year old 
negro, who admitted the robbery. A 
glass cutter was used to cut out the glass 
panel in the front door. 

Mayor William Harrison, of Louis- 
ville, has named a committee of seven to 
raise necessary funds with which to pur- 
chase a complete silver service for pres- 
entation by Louisville for use on the 
new United States Battle Cruiser, Louis- 
ville, which will be launched this month. 
Frank E. Johnson, Charles F. Baird, 
Robert H. Lucas, of Washington; R. 
Campbell Kennedy, Brainard Platt, Wil- 
liam B. Pirtle; and Congressman Mau- 
rice H. Thatcher are members of the 
committee. 








BUSINESS RECORDS 


A deed of trust for the benefits of cred- 
itors has been executed by Roberts & 
Co., Milwaukee, Wis. 

An involuntary petition in bankruptcy 
has been filed against the Castle Jewelry 
Co., Los Angeles, Cal. 

An involuntary petition in bankruptcy 
has been filed against the Orwant Jewel- 
ry Co., Grand Rapids, Mich. 

Arthur Ottis Fowler, Huntington 
Park, Cal., has assigned. The assets are 
given as $5,230 and the liabilities, $3,378. 


David D. Scoggins, Greensboro, N. C., 
has filed a voluntary petition in bank- 
ruptcy. The assets are placed at $5,900 
and the liabilities, $9,600. 

Gerardo De Gruttola, Boston, Mass., 
has assigned to James P. McArdle of 
Boston, and it is reported that the busi- 
ness will be sold at auction by the as- 
signee. 

“Smither’s,” Bedford, Va., have ex- 
ecuted a deed of assignment to Hunter 
Miller. The assets are inventoried at 
$11,229 while the liabilities amount to 
$13,243. 

Calvert E. Casey, attorney, was named 
temporary receiver for Fischer & Preu- 
fer, Inc., manufacturing jewelers, Provi- 
dence, R. I., last Saturday under a decree 
entered in Superior Court by Judge 
Hugh B. Baker. His bond was fixed 
at $3,000 and hearing ordered for today 
(Aug. 7) on the matter of appointment 
of permanent receiver. Walter H. Preu- 
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fer, who owns 100 of the 200 shares of 
stock issued, filed the petition alleging 
that the firm is insolvent in that it is 
unable to meet its obligations as they 
occur. 








ATLANTA, GA. 


Window smashers recently broke the 
display window at the store of the Guar- 
antee Watch Co., 10 S. Forsyth St., of 
which J. J. King is proprietor, making 
away with approximately $1,000 worth 
of watches. 

Friends of Dan Smith, of the Diamond 
Jewelry Co., 5 Edgewood Ave., will sym- 
pathize with him in the death of his son, 
Dan Smith, Jr. Blood for several trans- 
fusions, offered by Mr. Stokes, head 
watchmaker for the firm, failed to save 
him, and he died in a local hospital. He 
was five years old. 

Paul Langdon, of the sales force of 
J. W. Boone, well-known Peachtree 
Arcade jeweler, has left for a two 
months’ trip to Europe. He sailed from 
New York for Southampton, Eng., on 
July 30, and will fly from London to 
Hamburg and return, making numerous 
trips to other European cities. Last 
year Mr. Langdon spent two months in 
Japan and the Orient. 








Letter to the Editor 


How to Make Better Conditions for 
Business 


NEw York, Aug. 1, 1930. 
Editor, THE JEWELERS’ CIRCULAR: 


No one can deny that the jewelry trade 
is at a standstill. But the depression 
in reality is partly due to tradesmen 
themselves. It surely is bad from an 
economic standpoint to stop buying 
merchandise. When our trade is in a 
depressed condition such as now, the 
word is generally broadcasted around 
the trade that, “no one is buying any- 
thing.’ The usual remark is: “Wait 
until the fall. I am not buying anything 
at present.” This attitude, taken by 
nearly all of us in the jewelry trade, is 
bad business. 

. There is a season for everything: 
good, fair, and bad business. The bad 
business season generally confronts 
jewelers during the months of July and 
August of each year. During this peri- 
od there is plenty of merchandise placed 
on the market that can be bought cheap. 
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Some merchandise can be purchased for 
almost half the price that it will cost to 
buy the same goods in the fall. Yet, 
no one will buy. Why? Because jewelers 
pass the word around that they are not 
buying. They are fooling themselves, 
for when they do buy in the fall, and 
when business is good, the stock is short 
on saleable merchandise and they must 
go out and pay top price for goods they 
could have bought during July and Au- 
gust, thereby cutting their profits to al- 
most half to what they would have made 
otherwise. 

To keep merchandise in circulation 
during a dull season without making a 
sale should not discourage the salesman, 
He at least has advertised his goods, 
One more way to make sales is to make 
up “close-out lots” of merchandise. Many 
large jewelry manufacturers. and 
others are ever in the market to pur- 
chase such goods. 

Thus it becomes obvious that if we all 
lie down on the job, we are helping 
to bring on a depression that may last 
longer than we anticipated, and when 
fall comes around with good business 
to be done, we find that the summer 
depression has also caused our stock to 
deteriorate and we have an unsuitable 
stock on hand to meet the fall demand. 

Show your merchandise, advertise 
your “close-out lots” through THE 
JEWELERS’ CIRCULAR; now is the time to 
work up your fall business. 

To hold on to money does not mean 
business. Spend a dollar if you want 
to make a dollar. Not to buy and not 
to sell spells “loss of money.” Who cares 
to lose money? None of us like to lose 
money, therefore why not keep the 
wheels a-turning, and let us all PLUG, 
PLUG, and PLUG. 

To do business when business is good 
is not real business; but when things 
are not so good and you work up busi- 
ness, that’s real business. 


Very truly yours, 
(Signed) FERDINAND ESPOSITER. 








Repairing Automobile Clocks 


“I wish,” said a jeweler, “that some- 
body would start a campaign to tell the 
world that a clock repairing service is 
one business and an automobile repair- 
ing service is another. When the two 
get mixed, it’s worse than water in the 
gasoline. 

“Here is a motor clock that I’ve just 
repaired. It’s a standard clock, as one 
can see by the name on its dial. It 
belongs to a man who prides himself 
on knowing everything there is to be 
known about an automobile. He brags 
that he can adjust, or repair, every part. 
But when he tackled the clock he met 
his Waterloo. 

“All that the timepiece needed was 4 
new spring. But by the time he got 
through fixing it, its works looked like 
a picture puzzle.” Considerable time 
and expense could have been’ saved by 
having the clock repaired by the jeweler 
in the first place. 
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Attractive Chests and Trays for 1847 
Rogers Bros. Silverplate 


The new “Treasure Trove,” which is 
an important part of the Pieces of 8 
campaign to be sponsored by 1847 
Rogers Bros. silverplate, International 
Silver Co., that will appear in the fall 
magazines, is a reproduction of a hand 
tooled and illuminated Italian leather 
chest, with all the beauty and perma- 
nence of the original. The mirror in the 
cover adds to its appearance and useful- 
ness. The silverware pad is removable. 

The Ladyfair mirror is a most appeal- 
ing container. With the removal of the 
silverware pad, it becomes a lovely plate 
glass wall mirror or a practical serving 
tray. The frame is hand burnished with 
gold underlay decoration in the end 
panels. 

Other new containers in the line in- 
clude the Hospitality Chest, which con- 
sists of two parts, the upper being the 
tea tray chest, which can be removed 
and sold as a separate unit. The fancy 
pieces in the lower part of the chest can 
be sold as part of the entire combina- 
tion or as separate pieces. 

The Dowry Chest is a chest for larger 
combinations and this also is a repro- 
production of a beautifully hand tooled 
and illuminated Italian leather chest. 


* * * 
New Boston Hotel Has Electric Clock 
in Every Room 


A unique feature of the newest hotel 
of the Manger chain, the 16-story North 
Station Hotel in Boston, is the installa- 
tion of an electric wall clock in every 
one of the 491 guest rooms. In addi- 
tion, the corridors, lobby and other rooms 
and offices in the building are equipped 
with the modern timekeepers, all of 
which are operated from a single source 
of power. 

The clocks, which were manufactured 
and installed by the Warren Telechron 
Co., of Ashland, Mass., are connected in 
multiple to a common point in a base- 
ment switchboard room. There is an 
automatic throwover device which, when- 
ever there is an interruption in the nor- 
mal supply of alternating current, 


Switches the clock system to direct cur- 
Tent, 
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No local master clocks, batteries or 
other equipment involving periodic re- 
pairs, adjustment or cleaning are used 
in the installation. The clocks, each a 
complete timekeeper in itself, operate 
directly from the light current, and are 
regulated from the power station, just 
as are Telechron clocks in private homes. 

The 491 guest room clocks are of a 
round flush design having chromium 
plated bezels, convex crystals and arabic 
silver dials. They are permanently fas- 
tened to the walls and are inaccessible 
except to hotel employes. 

The 13 corridor clocks, double-faced 
and illuminated, are placed so as to 
identify the location of the elevators. In 
addition, there is a double-faced clock 
in the partition between the cafeteria 
and a passageway, and a lobby clock. 


* * * 


A Weather Watch Barometer 


The latest product of the Commercial 
Instrument Co., Los Angeles, Cal., is its 
new weather watch barometer. This is 
known as the liquid expanding type and 
is used for household, commercial! and 
office purposes. 

The weather watch barometer may 
be used as an air altimeter and for gen- 
eral commercial usage. It is accurate 
for most practical purposes. The read- 
ings on the rising side of this barometer 
are windy, fair and change. On the fall- 
ing side the readings include dry, rain 
and storm. 

Models of this instrument are now 
ready and production will be started 
Sept. 15. 


* * * 


New York Concern Opens Merchan- 
dise Fair 


The practicability of group buying 
methods is being demonstrated by Kirby, 
Block & Fischer, resident buyers at 128 
W. 31st St., New York. The merchan- 
dise fair, which was opened by this con- 
cern July 15, to continue for one month’s 
time, permits buyers to view a carefully 
selected array of merchandise, covering 
the entire department store field. 

Jewelry, silverware and gifts are 
prominently displayed, offering to the 
buyer not a complete assortment of the 














lines sold by jewelers but a few items 
which represent, according to the judg- 
ment of the sponsors of the fair, the best 
possible values in articles showing the 
largest volume of sales over the counter. 

The advantage in this arrangement, 
it is pointed out by the sponsors of the 
fair, lies in the fact that the buyers are 
enabled to view a carefully selected 
array of merchandise chosen by a com- 
mittee of retail store buyers, thus elimi- 
nating the enormous amount of time 
wasted in calling on each one of the 
manufacturers individually. Complete 
group showings of the various exhibits 
are held every Tuesday, Wednesday and 
Thursday, between the hours of 10.30 
a. m. and 1 p. m. 


* * * 


The Industrial World Flocks to 
Leipzig 

America is making an energetic bid 
for world trade this year by sending 
thousands of exhibitors and buyers to 
the Leipzig Trade Fair. Following the 
disturbance in home markets, the great 
international trading center at Leipzig is 
being utilized to create new outlets for 
many products, and to facilitate foreign 
buying. The historic Fair, comprising 
8500 exhibits from 24 countries, and at- 
tended by buyers from 72 countries, will 
be held from Aug. 31 to Sept. 5. 

Germany buys today more commodities 
from the United States than from any 
other country, or, over 50 per cent of its 
imports, valued at $500,000,000. The ex- 
portations of America to Germany at 
present exceed $200,000,000. The Leipzig 
Fair as the greatest market place in the 
world, is invaluable in developing the 
enormous and diversified trade between 
the two countries. The United States 
sent more than 3000 buyers from all 
parts of the country to the last Spring 
Fair. A single American firm purchased 
more than $2,000,000 worth of goods. 
American manufacturers will be repre- 
sented at the Fall Fair by more than 
100 important cities. 

For 700 years the Leipzig Fair has 
regularly attracted merchants from many 
countries, and has therefore long been 
established as the leading international 
exchange. 
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Waterford & Son—Jewelers and Watchmakers 


“Easy enough to increase the capital 
stock. I'll look after it for you. You’ve 
got to have more money or else close down 
that basement and give up the gift busi- 
ness. You see, P. W., Eric has fallen 
into a common error, which has ruined 
so many decent fellows. He has spread 
out too thin. Not but what his ideas are 
all right, but he hasn’t much ability on 
finance, another common weakness with 
you jewelers. Let me have that stock 
and I’ll come on the board of directors 
with you. I don’t know the first blessed 
thing about jewelry, but I may be able 
to help on matters of general business 
policy. And I’ll do more. If the com- 
pany runs short of cash, I'll loan it at 
the same rate as the bank plus half a 
per cent, or I’ll back your note, that is, 
the company’s note, and take half per 
cent commission for doing it.” 

But Paul felt that the plumber’s offer 
was made because he wanted to help, and 
the old jeweler was a proud man. After 
an hour’s discussion it was agreed that 
Paul should put the matter up to Sissons 
and profit by his advice. 

When Paul explained the situation to 
the banker the next morning he was told 
quite frankly that the business had to do 
one of two things: Either get more per- 
manent capital or else cut down the 
stock and work within the limits of the 
present capital. 

Paul listened while the banker spoke, 
and after a pause asked: “What would 
you advise me to do?” 

“Let Jones come into the business, of 
course. It’s fortunate you have the pos- 
sibilities for more cash. I'll tell you 
quite frankly, Paul, that without more 
capital you would be in an unsatisfac- 
tory position. You have a larger store 
and in consequence heavier expenses. 
But trade will be no better than it was 
if you can’t offer more variety. I’m 
strong for that gift stunt of Eric’s but 
you can’t run it without a lot of perma- 
nent capital.” 

“Then I won’t let Bijah put his money 
in a business that is not in a sound 
condition.” 

“You and your damned pride,” the 
banker fairly snorted. ‘“‘With the extra 
cash you’ve got a grand proposition. 
Take the money, you will be giving Jones 
a good investment and at the same time 
make it possible to grow as you should. 
You’ve stood still for the past 10 years 
at least, but the country’s grown. Brent’s 
grown. That boy of yours will prove a 
winner. The bump he’s taken will make 
him more careful, and I don’t see why 
you can’t get another store or two within 
the next 10 years.” 

“Ah, no,” Paul shook his head. “I’m 
satisfied to run a small store and live 
quietly.” 

“Can’t be done,” the banker snapped. 
“You’ve got to think of the boy. He’s 
ambitious, and if you don’t let him 
expand you'll spoil his fine optimism and 
ambition. You older jewelers may like 





(Continued from page 29) 


the idea of being satisfied with things as 
they were, but it’s fatal, I tell you. In 
business today it’s a case of ‘get on or 
get out.’ You’ve got to forget what you 
did in the old times; you’re not living in 
them today. Think of the year 1931.” 

“Nineteen thirty, you mean.” 

“No, I don’t, Paul; I meafi 1931. You 
must think in the future all the time. 
That’s the way to think young and feel 
young and to keep right up to date.” 

The next three weeks were very busy 
ones for Paul and Eric. Paul was be- 
wildered at the speed with which Bijah 
got the capital stock of the little corpo- 
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ration increased. Almost before he re- 
alized it, the business of Waterford & 
Son had increased its capital and Bijah 
Jones was a director. ‘ 

The first meeting of the directors 
proved interesting, for it foreshadowed 
the future policy of the store. Paul, 
Eric and Bijah met at Paul’s home for 
dinner, after which they marched up- 
stairs to the little office which Paul liked 
to use for quiet talks on the business. 

“Well, Bijah,” Paul began, “Eric is 
secretary, so I’ll ask him to read the 
minutes of the last meeting.” 

“Let’s take ’em as read,” Bijah said. 
But that was not Paul’s way of doing 
things. He insisted on the reading of 
the minutes, during which Bijah lit a 
cigar and puffed impatiently. 

“What’s the first thing to take up?” 
Paul inquired as soon as Eric had fin- 
ished. 

“Seems to me that we ought to estab- 
lish definite selling policies.” Bijah took 
a half sheet of paper out of his pocket. 


After glancing at it he continued: “One 
great weakness of most. retailers— 
—and I guess you jewelers are no 
better than other retailers—is lack 
of a retailing policy. I want to tell you 
two something I got several years ago 
out of a correspondence course I took, 
I’m not long on this book stuff, as a rule, 
but what I’m going to tell you was what 
put me on the straight road soon after 
I got into business for myself.” 

Paul looked perpiexed but Eric leaned 
forward eagerly. 

“Now, a policy is what keeps you defi- 
nitely on one track. It really provides a 
general guide to everything you do. 
When we have established policies we 
can plan procedures.” 

“Listen, old timer,” Eric interrupted. 
“TI don’t get that. Give us an example of 
what you mean.” 

“All right. You have a policy of giv- 
ing monthly credit terms. You also have 
a policy of not giving installment credit. 
The system you use of handling credits 
is limited to the kind of credit policy 
you have. I’ll give another example. 
You have a policy of selling high-class 
jewelry. That means that if anyone 
offered to sell you some cheap dollar 
watches you would say: ‘No, it is against 
our policy.’ The method you use to sell 
your quality jewelry must be suitable to 
the policy you have of catering to the 
very best class trade. For instance, I 
can’t imagine you putting a diamond 
pendant in the window with a ticket, 
saying: ‘Was $500, now marked down 
to $475.’” 

The two listeners burst out laughing 
at the ridiculous illustration Bijah had 
used. Then Paul said, rather curtly, “I 
see the difference you make _ between 
policy and method, but we do that now. 
It seems very elementary to me.” 

“Yeah?” Bijah drawled. “Let’s see if 


you do. What’s your policy on mark- 
ups?” 
“Mark-ups? I don’t follow you.” 


“How do you decide what mark-up to 


get?” 
“Well, it depends on the items, of 
course. But——” 


“Lemme make myself clearer. Do you 
plan mark-up by the rate of turnover? 
Do you put a flat arbitrary percentage 
on everything? Suppose you buy some 
thing at a bargain price, do you sell it 
at a bargain price or do you sell it at 
the price you would have to get if you 
had paid the regular price for it?” 

Eric looked at his father and waited 
for Paul to answer. After an awkward 
pause the old jeweler looked up with 4 
smile and said: 

“You win, Bijah. We have no policy 
on mark-up. I’m afraid we guess at it, 
or else put on what is considered the 
usual profit. What do you recommend?” 

“Hardly know enough about it yet, 
P. W., but from what you say it seems 
to me that the mark-up should be in re 
lationship to turnover. The big idea 
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to make all your money earn its own 
keep. very dollar should, theoretically, 
earn the same amount. Let’s suppose we 
want to make 10 per cent profit pe 

“Ten per cent!!” Paul almost shouted 
“That’s impossible. If 
we could make 2 per cent, I’d be happy. 
You aren’t in the plumbing business now, 
you know.” 

“Guess you are too easily satisfied. 
But if what you say was true, I’d advise 
you to get out of the jewelry business 
into something that has a little less dig- 
nity and more cash. But it ain’t neces- 
sary. Listen: Eric loaned me a book 
put out by Harvard and in it I read that 
out of 230 stores reporting to a question- 
naire, 67 of ’em showed a profit of 5 per 
cent or more. And I’ll bet some of ’em 
got 10 per cent. Anyhow, let’s take that 
5 per cent. Is there any reason why we 
should be satisfied with less than 5 per 
cent. ?” 

“Let me say something,” Eric broke 
in excitedly. “I think Bijah is off. Pop 
used to make more than 10 per cent, ac- 
cording to his books. But that was be- 
fore he charged the business with his 
salary. Perhaps the reason for the low 
profit of jewelers is because they pay 
themselves too much salary.” 

“May be something in it, young fel- 
low. But don’t let’s get side tracked. 
Suppose we want 10 per cent on our 
money. We know what our expenses are 
and how much business we have to do 
to break even. If something sells once 
a year, each sale must show us 10 per 
cent net. Now, suppose an article costs 
10 bucks. We have $10 of capital tied 
up for a year in that item. Follow me?” 

The attention of Paul and Eric showed 
that he was being followed closely. 

“That $10 article must then be sold for 
$17.67.” 

“We shouldn’t use odd cents; 
make it either $17.50 or $17.75.” 

“I see. Why, P. W., you haven’t a 
policy even on what to do with odd 
amounts!” Bijah grinned maliciously. 
“However, let’s keep to the subject. You 
follow what I said, don’t you?” 

“No, I don’t,” Eric confessed. “I 
can’t see where you get that amount 
from.” 

“Well,” Bijah stroked his chin thought- 
fully. “Your expenses are 40 per cent. 
So the article costs 60 per cent of the 
price at which you would have to sell it 
to break even. That comes to $16.66. 
If you want to make 10 per cent on the 
investment, you must add another dollar 
or 10 per cent of the cost. That clear?” 
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As both the others nodded Bijah con- 
tinued. “But if an item costing $10 
turned four times a year, you would only 
have to put 25 cents on the cost plus ex- 
penses. And that would reduce the price 
of course. Now, that’s the theory, but it 
is not so simple as that. You have, as 
part of your investment, fixtures and fit- 
tings. So the cost of operating each de- 
partment varies according to the amount 
of capital locked up in fittings. For in- 
stance, your new gift department doesn’t 
require anything like the same amount of 
money for fixtures as the jewelry depart- 
ment does. Then, again, the help is less 
expensive. You must charge each de- 
partment with its floor space——” 

“Gosh, that would mean soaking the 
gift department with a big rent.” 
Eric looked worried. “It takes up nearly 
half the space.” 

“Yeah, but not the most valuable space. 
Look at this rough layout I’ve made of 
the store. Then notice the divisions of 
rent I suggest. This is based not on the 
items sold but the location. I charge 
10 per cent for the window displays. It’s 
easy to charge each department with the 
space it uses in the window. That makes 
a direct advertising charge against the 
department whose goods are displayed. 
Then I take the front half of the store 
and charge each side with 20 per cent of 
the rent. The silverware space is 
charged with 15 per cent, while Karl’s 
place and the office are each charged 5 
per cent. That leaves 25 per cent for 
the basement gift department and for 
the space it uses on the floor.” 

Father and son leaned over the sketch 
with much interest. The importance of 
expense departmentization was new to 
Paul while Eric did not think of it as 
something applicable to a jewelry store. 

It required little effort on the shrewd 
old plumber’s part to get his idea 
adopted. It was agreed that Eric should 
get Maguire, the accountant, to make a 
department expense analysis, so that a 
better control of the operations of each 
department could be kept. Paul shook 
his head doubtfully; he could not forget 
that his father had made a successful 
business with only one book to record 
all transactions. Still, he had to admit 
that selling was more intricate and sci- 
entific than when his father first com- 
menced in business. 

“You see,” Bijah explained, “when we 
make this kind of expense analysis we 
find that the gift department can operate 
much more cheaply than any other 
one. And it bears out a contention 
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I’ve always made. That is, you jewelers 
try to get too much profit on quick turn- 
ing items and too little profit on the slow 
moving ones. But somehow I can’t keep 
you two fellows to the subject. That is, 
the establishment of policies, and on 
those policies to build plans for carrying 
them out.” 

“Y-e-s,” Paul spoke with hesita- 
tion. “But why not let us deal with each 
thing as it comes up?” 

“For two reasons: You can’t afford to 
take the time and brain power to deal 
with each incident by itself. Establish 
policies, and then you don’t have to waste 
any time thinking about what you ought 
to do. You know, and can go ahead with- 
out wasting any time. And the other 
reason is that you never get anywhere 
on an opportunist policy; and that’s what 
you have if you figure out what to do 
about everything every time that occurs. 
You go round in circles; you cover a lot 
of ground but don’t get anywhere. A 
policy charts the road ahead and helps to 
keep you going forward.” 

“Gosh,” Eric grinned. “Old timer’s 
talking like a book tonight. But he’s not 
so dumb at that. Why can’t we decide on 
things as they come up and then use the 
same solution thereafter. Then we will 
soon get fixed up on a set of policies.” 

“All right to an extent but there are 
some policies we ought to settle early in 
the game.” 

“What are they?” Eric asked. But 
his father broke in by saying: “Never 
mind tonight; it’s half past eleven and 
I want to go to bed.” 

“Good idea.” Bijah rose and yawned. 
Then he turned to Eric and asked 
abruptly, “When are you and Judith 
goin’ to get married?” 

“Er..er..well..why? stammered the 
astonished Eric. 

“A very smart girl you picked for 
yourself, if she didn’t pick you, which is 
more: likely. But when you two get 
hitched up I should like to see her a di- 
rector. Sure she’s a youngster, but she’s 
bright and she can give us the woman’s 
angle on things.” 

Paul listened and then murmured: 
“But. Bijah, my boy, she’s only a young 
girl.” 

“What of it? She’s bright and knows 
her stuff. What’s age got to do with it, 
if she’s got the stuff?” 

And that night Eric lay awake for 
several hours. His mind was full. of 
delightful and wonderful thoughts. 


(To be continued.) 
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AuTHOR’s Notrp—Realizing that there is a 
scarcity of competent watchmakers employed 
or engaged in the jewelry business, this 
article is written at the request of the tech- 
nical editor for the purpose of interesting the 
younger generation in the selection of watch- 
making as an occupation. Among the me- 
chanical occupations, watchmaking stands 
pre-eminent as a clean, profitable business, 
eliminating the monotonous routine of many 
other lines. The watchmaker has invariably 
been honored as the highest exponent of hu- 
man mechanical skill, and delicate precision 
instruments of every description come within 
the scope of the watchmaker’s ability. It 
would be impossible to operate our vast in- 
dustrial system without the aid of accurate 
timepieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as watch- 
making generally comprises the manufacture 
of watch movements. However, the name, 
“watchmaker” in the jewelry business, is in- 
variably applied to one who repairs watches, 
and a competent watchmaker or watch re- 
pairer should be able to make practically 
any of the different kinds and models of 
watches now in use. 

If the remarks contained in this article are 
“old stuff’ to the competent workman, we 
trust that it will be considered in the same 
spirit in which it is intended, viz.; that of 
interesting and imparting information to the 
beginner.—L. B. P. 





(Continued from Technical Issue 
of July 3) 


QUESTION.—How shall we proceed to 
polish a regulator spring? 

ANSWER.—Our first step will be to 
fasten the spring to the small plate with 
gum shellac, using no more than is neces- 
sary to attach it firmly at every point; 
no parts should be left unattached as 
they may spring more or less and inter- 
fere with the success of our job. Before 
we begin to grind with the oil-stone 
powder, we should level it as nearly as 
possible on the surface of the glass lap, 
by means of the adjusting screws, sight- 
mg under the block and adjusting the 
Screws as required, until as near as we 
can judge the surface of the spring co- 
incides with the glass lap. 

Next, we will apply a thin coating of 
our oil-stone mixture as thin as we can 
spread it with a knife blade; do not cover 
the whole lap, a space as large as a half 
dollar is sufficient. Now, while pressing 
the work gently down, proceed to grind 
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it with small circular strokes. We must 
not proceed far with the work before we 
examine it to see where the grinding is 
being done, and adjust the screws if re- 
quired to bring the work perfectly paral- 
lel with the surface of the lap. 

When the surface of the spring is of 
a uniformly gray appearance all over 
we will remove the oil-stone powder by 
washing with benzine first and then a 
very thorough washing with soap and 
water. We must be very particular to 
remove every grain of oil-stone powder 
as it is obvious that any oil-stone powder 
which may be left on the work will 
seriously interfere with obtaining a high 
class polish with the sapphirine. If the 
adjusting screws fit tight, as they should, 
there will be little risk of moving them 
while scrubbing the work and after 
scrubbing the block may be wiped dry 
and clean with a soft cloth. 

Our next step will be apply a thin 
coating of the sapphirine mixture to the 
glass lap that we intend to use for that 
purpose. It should be borne in mind, 
that after grinding the glass laps true 
and smooth with the emery powder, that 
they must be washed clean with soap and 
water to remove all traces of emery 
powder. 

A brief grinding on the glass lap with 
the sapphirine will bring the surface up 
ready for the final polish. Wash the 
block with benzine and dab it repeatedly 
with the lump of watchmakers’ putty; 
this lifts out any particles of grit that 
may remain after washing. We should 
examine the work carefully with a glass 
and if the shellac is anywhere level with 
the ground surface of the spring remove 
the shellac before attempting the final 
polish; this may be readily done with a 
small triangular scraper made of brass. 

Now we are ready to use the tin lap. 
We shall apply a light film of the sap- 
phirine to the surface of the tin lap and 
about the size of a quarter; a light film, 
describes the amount of sapphirine very 


CIRCULAR 


* 


Gi CAL. 
RieVaelw 





well. It is best applied to the lap by 
touching the sapphirine lightly with a 
clean finger and then dabbing the lap 
lightly. If we breathe upon a clean 
finger and touch it immediately upon 
a clean mirror, the resulting impression 
will give us a very good idea of the 
film of sapphirine to be applied to the 
surface of the tin lap. 

After applying the sapphirine, care- 
fully use the putty again on the work 
and on the ends of the adjusting screws 
and apply the work to the film on the 
tin lap, rubbing it back and forth in 
straight lines as nearly as possible, bear- 
ing down lightly and being careful not 
to let the work tilt and dig a rut in the 
lap. A few seconds’ rubbing will bring 
up a beautiful black polish such as you 
see in fine watches. The process may 
sound tedious, but actually, a very short 
time is required to do the work. 

When the art of polishing is once 
learned with this method, we will have 
no further use for Vienna lime or any 
other sloppy method of polishing. Vienna 
lime is quite excellent for polishing steel 
in quantities where the operator does 
this particular work all day, but it is 
a sloppy method in any event. 

After the “knack” of polishing with 
the glass and tin laps is once acquired, 
it will not be found necessary to use the 
putty on every little job, such as end- 
stone caps, screw heads, etc. Frequently 
on end-stone caps, screw heads, a good 
polish may be quickly attained by simply 
laying it on the lap and moving it by 
means of the rubber tip of a lead pencil. 

Many small springs may be quickly 
polished with sapphirine by laying on a 
small cork, first grinding with a strip of 
ground glass and oil-stone, or a flat Ar- 
kansas stone slip, cleaning carefully, then 
followed with a clean cork and applying 
a bell-metal slip with a film of sapphirine. 
The bell-metal slip should be filed flat 
and stoned smooth with a Scotch stone: 

(Continued on page 79) 
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Building A Reputation For Your Store 
Thru Certified Watch Service 





T is not enough to observe and recognize the changes that are so rapidly taking place in 
merchandising. The live jeweler will act and do everything within his power to meet 
these changes most effectively. He has advantages which other merchants would, if they 

could, seize and use most profitably. 

One outstanding advantage is to have the opportunity to tell the public that your watch- 
makers are certified by the Horological Institute of America which means much from an 
economic and good-will building viewpoint, because the Institute co-operates with the United 
States Bureau of Standards and other government and quasi-government bodies. 

Tell the present-day exacting public that your watchmakers have been examined and 
have passed the test. 

Thus, fear will be banished and faith in you as a time specialist and a merchandiser 
will be increased. 

Accurate time was never so appreciated and so demanded as now and your watch repair- 
ing department must be 100% efficient. 

If your watchmaker is not already certified, show him the wisdom of becoming so for 
his and your good. His certification thru the examinations conveniently given by the H. I. A. 
registers him as efficient and up-to-the-minute, and registers you, his employer, as progressive, 
alert and anxious to protect your patrons. 

Your watchmakers, without certification, may be capable and skilled, but certification 
stamps them as such and tells the world about this skill and ability. You don’t have to brag 
about it yourself. 

In this way, prestige is held and enhanced. Inform the public that it is protected by this certification by a 
neat card in your show window, “Our Watchmakers Certified by the Horological Institute of America,” in 
your booklets, in your newspaper advertising, in your radio talks and in every other way and watch your 
reputation grow for reliability in everything. That’s good-will that’s worth something. It means more satisfied 


patronage. Ergo, more profits. 


| 
THE HOROLOGICAL INSTITUTE OF AMERICA 


“T AM A WATCHMAKER’”—“‘How CanI1 Share “I AM A JEWELER”—‘How Can I Help My- 
in the Institute’s Benefits?” By becoming a Certi- self, by Helping the Institute?” By becoming a 
fied Watchmaker. member. ‘ 


Mr. Paul Moore, Secretary, c/o National Research Council, 
21st and B Sts., N. W., Washingion, D. C. 

Dear Sir: Please send application blank for Membership 
in Horological Institute of America to: 


Mr. Ralph E. Gould, c/o Bureau of Standards, Washing- 
ton, D. C.: 

Dear Sir: Please send information pamphlet about taking 
examination to become a Certified Watchmaker to: 


Address 


Active membership 5.00 perannum {fi 
Sustaining membership 10.00 perannum {§ 
Life membership ¥ : 
i 

oe 





Patron membership 


a 























a 
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QuESTION No. 4280—400 Day Clocks. 
I work for Mr. W. doing the clock 
work. We take in quite a number of 
400 Day Clocks with springs and they 
surely make a lot of trouble for me. 
Could you give me some information 
how to repair these clocks in a satisfac- 
tory way? They all run one hour or so 
and then stop.—F. 

ANSWER.—We regret that we cannot 
give you any general information in re- 
gard to 400 day clocks as we would have 
to examine the particular case to deter- 
mine what the trouble was. These 
clocks are not radically different from 
any other clock except that the escape- 
ment action is very much slower and 
you would simply have to put every- 
thing in first class condition the same 
as any other clock. However, in this 
style of escapement the action is rather 
crude which is all the more reason that 
the clock should be put in first class 
condition. Be sure that you remove the 
main springs from the barrels with a 
clock main spring winder and insert 
them with the same tool. Further, if 
these springs are cupped they should be 
replaced with new springs. You will 
find that the clocks of this type require 
first class work the same as any other 
style of escapement. 


QUESTION No. 4281—Refining White 
Gold. Will you kindly give us informa- 
tion regarding the refining of 18K white 
gold filings and the precipitation of the 
same after they are “dissolved.”— 
R. & K. 

ANSWER.—In regard to refining your 
18K white gold filings your first step 
will be to heat the filings in an iron pan 
to remove all dirt and grease, then 
brush them out into a clean box and pass 
a magnet through them a few times to 
remove particles of steel. Make Aqua 
Regia solution composed of one part CP 
nitric acid and three parts hydrochloric 
acid. Use about four parts by volume 
of acid to one part by weight of gold 
flings. Place your filings in a pyrex 
beaker and after adding the acid place 
it on a hot plate and apply heat. Two 
or three hours’ time will reduce all the 
metal to solution. Any silver that is 
present will be in the form of silver- 
chloride and must be separated by 
filtration which also removes any dirt 
and other impurities. The clear solu- 
tion should be evaporated almost to dry- 
hess then taken up with a small amount 
of hydrochloric. acid and some water. 
Ferrous sulphate is then added to the 
Solution until all the gold is precipitated 
a8 a dark brown precipitate. This 
usually requires about five parts ferrous 
sulphate and one part fine gold. The 









THE JEWELERS’ 





CIRCULAR 


Workshop Notes and Queries 





gold precipitate should be let stand -for 
a few hours when the clear liquid is 
poured off and the precipitate washed 
with hot water several times. This 
leaves fine gold which only requires 
melting down in a crucible with borax to 
produce the silver ingot. 

QUESTION No. 4282—Refinishing Brass 
Novelties. I have quite a number of 
brass articles in stock which I could 
readily dispose of if they could be re- 
finished in an economical manner. Most 
of the articles are badly tarnished and 
some of the. lacquer has peeled off. 
Otherwise they are in good condition. 
Can you advise me of some means 
whereby I can refinish such articles in 
golden or copper shades or any other 
popular finish?—M. G. 

ANSWER.—Brass articles such as you 
mention may be quickly and economically 
refinished by forming on their sur- 
faces a coating of a thin film of sul- 
phide. While the electric current is not 
required in using the solution that we 
describe at the same time the work 
must be just as thoroughly cleaned and 
prepared as we would for plating, if we 
expect a first class finish. The articles 
to be colored should be run through a 
hot potash solution that we describe and 
at the same time dipped in a weak 
cyanide solution to remove the tarnish. 
Buffing will improve the ultimate finish 
of the articles although this operation 
may not always be necessary unless the 
articles are in very poor condition. 

Following are three finishes that may 
be applied to a great variety of brass 
articles. Each of these finishes may be 
manipulated to produce various shades. 
No. 1 finish may be prepared by mixing 
Red Sulphide of Antimony (Golden 
Shade) with strong Ammonia to the 
consistency of a thin paste. This paste 
should then be applied to the articles 
with a brush just the same as if we were 
going to paint any surface. 





The articles should then be allowed to 
dry for a couple of hours, when the {| 
surplus powder should be wiped off with : 
a soft cloth. The result will be beautiful © 
chocolate tones which appear in mottled 
colors. They may be waxed lightly to 
preserve the finish, or better still give | 
them a coat of good lacquer. 

No. 2 finish may be produced by pre- 
paring the following solution: dissolve ; 
half an ounce of hyposulphite of soda: 
in one pint of water, then add half an; 
ounce of acetate of lead previously dis- 
solved in half a pint of water. When: 
this clear solution is heated to about 
200 degrees Fahrenheit, it decomposes 
slowly and precipitates sulphide of lead 
in bronze flakes. If the articles we wish 
to color are placed in the hot solution 
while this precipitation is taking place, 
a part of the sulphide of lead will be 
deposited thereon, and according to the 
thickness of the deposited sulphide of } 
lead the colors may be varied from’ 
golden to copper shades, then to car- 
mine, dark red, aniline blue to a blue 
white color similar to the sulphide of 
lead. The articles may be examined ' 
from time to time and when the required 
color is obtained they should be removed | 
from the solution and dried with a soft’ 
cloth. If a uniform color is desired, the 
articles should be heated until the proper - 
uniformity is obtained. The finish may 
also be improved by buffing lightly and 
of course the color is more durable if 
the article be lacquered. 

Iron articles which have been colored 
with this solution and afterward heated, 
take a beautiful steel-blue color which . 
is very permanent. 

No. 3 finish may be prepared by i 
making a saturated solution of carbonate | 
of copper and strong ammonia; in other 
words, by dissolving all of the carbonate 
of copper that the ammonia will take up. 
This solution should also be used at a 
temperature of about 200 degrees. Brass 
articles dipped in this solution will as- 
sume a beautiful blue black color. The 
high lights may be relieved by rubbing 
with powdered pumice stone. Very ar- 
tistic effects may be obtained in this 
manner. The finish may be greatly im- 
proved by dry scratch-brushing with a ; 
fine brass scratch brush run at a’ 
moderate speed in the lathe. Articles 
colored in this manner should be lac- 
quered to preserve the finish. i 


— — 











Lawrence Alexander has purchased the 
Simmons jewelry store, Franklin, Ind., 
and has announced his intention of going 
into business for himself. Mr. Alexander 
had been employed in the Slauter jewelry | 
store, Elmwood, Ind., for four years. , 
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STOP BREATHING DUST 
AND 


DOUBLE 
THE 
AMOUNT 
OF WORK 
YOU 





NOW DO! 





Perhaps this is a little too strong a statement for us to make— 
yet you will become over-optimistic when you see and feel the 
ease of your work when using 


“ano” POLISHING 
DUST COLLECTOR 


“Gomi, LEIMAN BROS Oe 


MAKERS OF GOOD MACHINERY FOR 40 YEARS. 








August 7, 1930 



































United States Patents 
Issue of July 29, 1930 


CLASP FOR ARTICLES OF 

RY. GEORGE H. WATERHOUSE, 
Providence, R. I. Filed April 19, 1929. 
Ser. 356,440. 1 claim. 

An improved clasp for articles of jewelry 
or the like comprising a relatively flat elon- 
gated member having an eye at one end and 
a hook at the opposite end, and a tubular 


1,771,427. 
JEWEL 





slide enclosing said member with its walls 
extended diametrically by the insertion of the 
member thereinto whereby to provide a fric- 
tional engagement therebetween, said slide 
slidable on the hook-member to close the 
mouth of the hook. 


1,771,894. EXPANSIBLE BRACELET. 
LEONARD I. LAmB, Attleboro, Mass., as- 
signor to R. F. Simmons Co., Attleboro, 
Mass. Filed July 18, 1928. Ser. 293,540. 
5 claims. 

A bracelet comprising a wrist-encircling 
portion, and an expansible unit connecting 
opposite ends of the bracelet, said unit in- 


cluding a longitudinal plate disposed between 
the bracelet ends, 
opposite sides 


said ends being slidable 


over the of said plate and 





being normally held in parallel, overlapping 
relation, and springs connected to the re- 
spective ends of the bracelet and to said plate 
at opposite sides thereof, the springs being 
arranged substantially in line with the re- 
spective bracelet ends so that when the 
bracelet ends are drawn apart, the extended 
springs overlap in spaced parallel relation. 


DESIGNS 
Issue of July 29, 1930 


81,731 WATCH HOLDER. HERMAN 
ScHLACHT, New York. Filed Nov. 5, 
1929. Ser. 33,345. Term of patent 7 
years. 





The ornamental design for a watch holder, 
as shown. 


81,736. FINGER RING OR ARTICLE OF 
SIMILAR NATURE. BENJAMIN GROSS, 
New York, assignor to Benjamin & 
Edward J. Gross Co., Inc., New York. 
Filed March 20, 1929. Ser. 30,539. Term 


of patent 7 years. 





The ornamental design for a finger ring or 
article of similar nature, as shown. 
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United States Trade-Marks 
Issue of July 29, 1930 


The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this application. 

Marks applied for under the 10-year “pro- 
viso” are registrable under the provision in 
Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act a 
fee of $10 must accompany each notice of 
opposition. 


Ser. 301,916. 
tine, Iowa. 


HAWKEYB CLocK Co., Musca- 
Filed May 8, 1930. 


ThE. 
HAWKEYE 
TIMER 


No claim is made to the word “Timer,” 
apart from the mark as shown on the draw- 
ing. 

For Clocks. | 

Claims use since January, 1929. 


Ser. 302,431. 
Chicago. 


HOME 
RUN 


For Watches and Watchcases. 
Claims use since on or about June 5, 1930. 


Ser. 302,458. CHricaGco Mart OrpsrR Co., Chi- 
cago. Filed June 16, 1930. 


* LITTLE AMERICA 


For Watches. 
Claims use since May 23, 1930. 


ELGIN NATIONAL WATCH Co., 
Filed June 14, 1930. 


Ser. 284,443. W. R. Coss Co., Providence, 
R. I. Filed May 22, 1929 
For Jewelers’ Findings—Namely, Small 


Parts Which are Manufactured and Sold to 


O 





the Trade in Large Quantities, Such as Pins, 
Snaps, Links, Swivels, Cup Joints, and the 
Like. 

Claims use since Sept. 1, 1922. 
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Ser. ee, S. NaTHAN & Co., INc., New 


ork. Filed May 16, 1930. 


A QUAGEM 


For Synthetic Stones for Jeweler’s Use. 
Claims use since April 15, 1930. 


300,650. 


S. NATHAN & oe. Inc., New 
York. 


Filed May 16, 1930 


Violtte 


For Synthetic Stones for Jeweler’s Use. 
Claims use since April 15, 1930. 


300,796. Kappa Pst, 
Filed May 19, 1930. 


kK W 


For Fraternity Pins Made of or Plated with 
Precious Metal. 
Claims use since May 30, 1879. 


301,056. Pur Sigma Cur 
aoe Philadelphia, Pa. 


Ser. 


Ser. Memphis, Tenn. 


Ser. FRATERNITY, 


Filed May 22, 


P2 X 


For Fraternity Badges, Lapel Buttons; 
Scarf, Lapel, and Breast Pins; Cuff Links, 
Tie Clasps, Charms, Finger Rings, Belt 
Buckles, and Ornamental Shields, All of 
Precious Metal. 

Claims use since Aug. 15, 1910. 

Ser. 301,129. A. Rosenserc & Co., Boston, 


Mass. Filed May 23, 1930. 


LOR EF 


For Belt Buckles, Wholly or in Part of 
Precious Metal. 
wee use since or on or about March 6, 


Ser. 301,297. Puitie G. Ruvetson, St. Paul, 
finn. Filed May 26, 1930. 


fou 


For Diamond Rings 
Claims use since Stay 15, 1930. 














THE JEWELERS’ CIRCULAR August 7, 1930 





‘PAYMENT & a 


Talks Loudest 


Quality Echoes Longest 


When you make a shipment for re- 
fining you are most concerned with 
amount and promptness of payment. 


The Hoover policy has always been 
to give the highest returns possible, 
the first and every time thereafter. 
But in the end: “It’s the amount 
of the check that counts.” The 
check you receive from us will 
please you. 


Hoover White Gold is easy to work 
and stays white. Joints and crevices 
that are Hoover White Gold sol- 
dered are sealed forever. That’s 
why we say “quality echoes long- 
est.” A trial order will please you. 


ug West Tupe 


GOLDEN RULE REFINERS AND MANU 


——ae 


S weeps! 


Oe4)e buy sweeps and waste 
materials ona just val- 
uation of their worth. 
Assaying and refining 
are done under exact- 
ing conditions, with 
adequate facilities 
and by technically 

trained men. 





The S.S. WHITE DENTAL MFG. CO. 


Industrial Division 
152 West 42d St. New York, N.Y. 


Established in 1844 Member of J. B. of T. 


HAVE YOU USED OUR SOLDERS AND ALLOYS? 


——- | 





























Forty years of satisfac- 
tory service is a repu- 
tation gained thru 
making fair, satisfac- 
tory returns for old 
GOLD, SILVER. 
PLATINUM. 
FILLED CASES, 
PLATED SCRAPS, 
SWEEPS, ETC. 








It Pays to 








ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 
GOLD, SILVER and PLATINUM 


Refiners and Assayers 


709 Sansom Street, Philadelphia 








MCRAE AND SHAW 


AUCTIONEERS 


ALSO SPECIAL DISCOUNT SALES 
Write For Our Profit Sharing Booklet 


MICHIGAN BLVD) Room 60' CHICAGO ILl 








™ Protection Ring Guard 


Has no points to catch or scratch. 
Easy to put on—6 sizes. 
Made in all colors, 14 Kt. 


The Lion Safety Pin Clutch Co. 
20 W. 22nd St. New York 


Method Patented May 7, 1929 
Pat. Feb. 20, 1917 No. 1712276 Pat. May 25, 1920 








* Hokte- Phoenix ”:'¢ ty 


Finish 


For white gold jewelry. 
Pays the large shop— 
Pays the small shop— 
Ask for Pays the repair shop— 
folder W. 


Jewelers Technical Advice Co. 
i 22 Albany St. New York OTe: iy 
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Ser. 301,997. 
business as W. R. Neumann & Co., Chi- 
cago. Filed May 31, 1930. 


Link O’ Hearts 


For Wedding Rings. 
Claims use since May (12, 1930. 


Ser. 302,340. CoHN & ROSENBERGER, INC., 
New York. Filed June 12, 1930. 


ANCESTRAL 


For Pearls, Necklaces, Bracelets, Earrings, 
Finger Rings, Brooches, Barpins, and Orna- 
mental Hatpins; and Pins for Dress Orna- 
ments, Ornamental Pins and _ Buckles for 
Decorating Hats, Ornamental Shoe Buckles, 
and Hair Ornaments, Made Wholly or in 
Part of or Plated with Precious Metal. 

Claims use since May 1, 1930. 


ALPHA Kappa Kappa, Colum- 


Ser. 302,426. 
Filed June 14, 1930. 


bus, Ohio. 


For Badges Made of or Plated with Preci- 
ous Metal. 
Claims use since 1888. 
Trade-Mark Registrations Granted 
Issue of July 29, 1930 


273,314. STERLING-SILVER HOLLOW 
WARE. INTERNATIONAL SILVER Co., 


Meriden, Conn. 
Filed March 6. 1929. Ser. 
lished May 6, 1930. 


280,335. Pub- 


Trade-Mark Registrations Renewed 
Issue of July 29, 1930 


35,047. WATCHES AND PORTABLE 
CLOCKS. Registered Sept. 18, 1900. 
WepSTER C. BALL. Renewed Sept. 18, 
1930, Webster C. Ball Watch Co., Cleve- 
land, Ohio., successor. 


35,378. WATCHES, WATCHCASES, AND 
WATCH MOVEMENTS. Registered Nov. 
13, 1900. THe Keystone WATCH CASE 
Co., Philadelphia, Pa. Renewed Nov. 
18, 1930, to Keystone Watch Case Corp., 
Riverside, N. J., assignee. 


35,380. WATCHES, WATCHCASES, AND 
WATCH MOVEMENTS. Registered Nov. 
13, 1900. Tur Keystone WatTcH CASE 
Co., Philadelphia, Pa. Renewed Nov. 
18, 1930, to Keystone Watch Case Corp., 
Riverside, N. J., assignee. 


$5,381. WATCHES, WATCHCASES, AND 
WATCH MOVEMENTS. Registered Nov. 
18, 1900. Tur Krystons WatTcH CASE 
Co., Philadelphia, Pa. Renewed Nov. 
18, 1930, to Keystone Watch Case Corp., 
Riverside, N. J., assignee. 


35,382. WATCHES, WATCHCASES, AND 
WATCH MOVEMENTS. Registered Nov. 
13, 1900. THE KEYSTONE ATCH CASE 
Co., Philadelphia, Pa. Renewed Nov. 
18, 1930, to Keystone Watch Case Corp., 
Riverside, N. J., assignee. 


35,383. WATCHES. WATCHCASES, AND 

WATCH MOVEMENTS. Registered Nov. 
13, 1900. THe KrystoNeE_WATCH CASE 
Co., Philadelphia, Pa. Renewed Nov. 
18, 1930, to Keystone Watch Case Corp., 
Riverside, N. J., assignee. 


35,384. WATCHES, WATCHCASES, AND 

WATCH MOVEMENTS. Registered Nov. 

13, 1900. Tue Keystone WatTcH CASE 

Co., Philadelphia, Pa. Renewed Nov. 

, 1930, to Keystone Watch Case Corp., 
Riverside, N. J., assignee. 


35,385. WATCHES, WATCHCASES, AND 
WATCH MOVEMENTS. Registered Nov. 
13,1900. PHILADELPHIA WatTcH CASE 
Co. Renewed Nov. 13, 1930, to Key- 
stone Watch Case Corp., Riverside, N. J., 
assignee by mesne assignments, 


$5,387. WATCHES, WATCHCASES, AND 
WATCH MOVEMENTS. Registered Nov. 





WILLIAM R. NEUMANN, doing 
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13,1900. 
Co. Renewed Nov. 13, 1930, to Key- 
stone Watch Case Corp., Riverside, N. J., 
assignee by mesne assignments. 


80,011, CERTAIN JEWELRY. Registered 
Oct. 25, 1910. WAITE THRESHER Co., 
Renewed Oct. 25, 1930, to Waite, 
Thresher Corp., Providence, R. I., as- 
signee. 


80,163. ARTIFICIALLY-MADE RUBIES 
AND SAPPHIRES. Registered Nov. 8, 
1910. WENDELL AND Co., Chicago, and 
New York. Renewed Nov. 8, 1930. 








The Horological Questionnaire 
(Continued from page 73) 





A tin slip may also be made for this 
purpose by melting tin onto the brass 
slip in the same manner as we prepared 
the tin lap. It may be provided with a 
handle like a file and used in the same 
manner. Diamantine may be used the 
same as sapphirine, with satisfactory re- 
sults, but is not quite as quick in its 
action. 

It will be observed that it is recom- 
mended to move the work on the tin lap 
nearly as possible in straight lines. This 
is quite correct. We think you will find 
that a deeper black polish is produced 
than will be the case if the work is moved 
with a circular stroke. It is quite true 
that a polish when highly magnified is 
observed to consist of exceedingly fine 
lines crossing and recrossing, but these 
lines are of such fineness that they are 
crossed even when we move the work 
as straight as possible by hand. 

A small steel spatula is very convenient 
for mixing the polishing material. It 
may be readily made by selecting a piece 
of brass rod three inches long and one- 
eighth in diameter. A slit may be sawed 
in one end and a piece of mainspring in- 
serted and soldered in place. The end 
of the steel blade should be slightly 
rounded and ground down quite thin, but 
not sharp. <A separate spatula should 
be provided for each polishing powder. 
Every precaution should be observed to 
avoid the presence of grit in any of our 
polishing powders. 


(To be continued) 








Antwerp Notes 


ANTWERP, July 25.—Wm.: A. Loeb, 
after almost a four months’ sojourn in 
Italy and France, has arrived in Ant- 
werp and is making his headquarters at 
his firm’s principal offices, 38 Rue des 
Jardiniers, which at the present time are 
conducted by his brother, James J. Loeb. 
Mr. Loeb is enthusiastic about the mar- 
velous progress that Italy has made in 
the last few years. He finds that there 
is law and order in the land and busi- 
ness progress and initiative is noted 
everywhere. The Italians are striving 
to be in due course, a self-sustaining 
nation. Germany will be the next coun- 
try to be visited, and Mr. Loeb expects 
to remain there quite a while having no 


PHILADELPHIA WaTcH CasE 
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immediate intention of returning home 
to New York. 


* * * 


Joseph C. Newman, of Charles Marx, 
New York, was in Antwerp several days 
ago, after he visited the “Scotch-Lakes.” 
On almost every part of his trip, Mr. 
Newman has traveled by aeroplane, and 
it was by this means that he landed here, 
making his headquarters at the offices of 
James J. Loeb & Bro. After two days, 
Mr. Newman departed for Germany, and 
on last accounts is spending several 
weeks at Baden-Baden. 








From Here and There 


The Le Grand Jewelry Co. recently 
remodeled a store at 604 Market St., 
Chattanooga, Tenn., and took occupancy 


Aug. 1. The location is near the corner 
of Sixth St. 
Burglars recently broke into the 


jewelry store of Nelson Bros., Pontiac, 
Mich., and stole diamonds, rings and 
watches valued at $2,000. The robbers 
gained entrance by forcing a rear door. 


Cutting a glass panel from the front 
door, thieves recently gained entrance to 
the jewelry store of O. G. Wilson, Louis- 
ville, Ky., and escaped with watches, 
jewelry and fountain pens valued at 
$1,200. ; 


Robbers recently drilled open the safe 
in the Kittendorf jewelry store, Mis- 
soula, Mont., and secured diamonds and 
jewelry valued at $9,000. Entrance was 
gained after two locks had been picked 
and a door broken. 


Watches and jewelry valued at $100 
were recently taken from the establish- 
ment of the Blanchard Jewelry Co., 428 
16th St., Denver, Colo., when a thief 
hurled a brick through the show window, 
grabbed a handful of the articles dis- 
played and escaped. 

Articles valued at $3,500 were re- 
cently stolen from the A. Skirka jewelry 
store, Shelby, Mont., by burglars who 
obtained entrance to the store during 
the night through a small hole made in 
the floor of the rear room of the store. 
Footprints found in the store indicate 
that two thieves participated in the 
robbery. 

Two armed robbers recently held up 
the William Goeb jewelry store, 5444 
Gravois Ave., St. Louis, Mo., and stole 
$20 in cash and $390 worth of rings and 
watches. Miss Elsie Goeb, sister of the 
proprietor, was in charge of the store 
when the bandits entered, ordering her 
into the back room while they rifled the 
cash register and show cases. 


Two men recently smashed the win- 
dow in the jewelry establishment of 
Hardy & Co., 501 Pine St., Seattle, 
Wash., and after filling their pockets 
from the assorted display of watches, 
chains and other jewelry, calmly walked 
away, while two bystanders stood watch- 
ing them, dumbfounded: Harry F. Ar- 
nold, manager of the store, estimated the 
loss at $2,000. 





80 THE JEWELERS’ 





CIRCULAR August 7, 1930 











HIGH GRADE 


WATCH AND CLocK DIAL REFINISHING 


EUROPEAN METHOD 
DIALS OF EVERY DESCRIPTION 
REFINISHED 


Watch Dials with Raised Gold 
Figures Refinished 
Missing Figures Supplied 


} Specializing in 

(33 | ANTIQUE CLOCK DIAL 

Refinishing and Painting 
Repainting 

JEWELERS’ SIGNS 

OPTICIAN SIGNS 


All Watch and Clock Dials with Black or 
Radium Figures. 


All Refinishing Guaranteed Not to Tarnish. 
WRITE FOR PRICE LIST 


ROYAL DIAL AND REFINISHING CO. 


15 PARK ROW, ROOM 626, NEW YORK, N. Y. 
















































WILL YOU BE THERE AT THE SCRATCH? 
WHERE? 


a SCHOOL 


WATCHWORK, 
JEWELRY 
and 


ENGRAVING, 
PEORIA, ILL. 





School Year Opens 
Sept. Ist, 1930. 





This building with its equipment, and the For further information 


ground upon which it is built, represents an address a post card to 
investment of over $150,000, and is used ex- Bradley Horological, Dept. 
clusively for training in Watchwork, Jewelry ©, Peoria, Ill. 

and Engraving. 


Seeks Permanent Connection 


With Opportunity 


A young married man—a34 years old, with 
an unquestionable record in jewelry and 
silverware field. 10 years active experience 
as Sales Promotion and Advertising Man- 
ager. 


Has travelled extensively and is exception- 
ally well acquainted with all leading jewelers 
thruout the United States. 


Unusually fine references from previous 
employers as well as from many others. 


Willing to travel, but prefers headquarters 
in New York City. 


Interview requested at your convenience. 


Address “H., 3887°’ 


Care Jewelers’ Circular 
































STIK-TITE Watch Crystal Cement 


Guaranteed to stick to both metal and crystal. 


afi 


Indispensable for glass or non-breakable crystals. You 
ean safely guarantee crystal to stay in bezel one year. 
$1.50 tube cements 125 crystals; $3.00 size, 350 crystals. 


Over 500 satisfied customers 
Order a Tube at Once 


C. E. Chageman sg 9 Meeume or, Chicago 











LOUIS E. & 
BERGER, Inc. § 


Manufacturer 





No. 37 No. 38 ” 


WEDDING RING MOUNT INGS 


Seamless - 18 K. Gold 
64 Fulton Se. er New York 


Samples Sent on Request 

















SOMETHING DIFFERENT” id 


SV ELK TEETH Wholesale 


Genuine, all sizes, also European 
Teeth, all unmounted. (Catlg.) 


All sorts of precious and semi-pre- 
cious cut stones, shell cameos. 
(Catlg.) Various qualities. Uncut 
gem material—amethyst, topaz, gar- 
net, lapis, jade, etc., by the ounce. 
Anything on selection. Lion’s claws. 


_ (Catlgs.) 
L.w. STILWELL 


DEADWOOD, 5S. DAKOTA 
























PRACTICAL COURSE IN ADJUSTING 
Price $1.50 





JEWELERS PUBLISHING CORPORATION, 
239 Wost 39th St.. New York 




















THIS IS OUR NEW CLASP — METAL OR STERLING 








CAN ALSO BE HAD SET WITH FINE QUALITY STONE 
Prices end sample on request. 
THE MODERN NOVELTY CO., Inc. 
126 South St., Newark, N. J. 















